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from a single 
basic assortments 


Big or small....no matter what your size 
we have just the right HOLIDAY DIS- 
PLAYER PROGRAM to make your 
* Styrofoam and Trims business a com- 
plete sellout. 


Craft House brings you a better line of decorations 
= and basics, quality fabricated and pre-tested for best 
FUN TO DECORATE sales results. Items are pre-priced and beautifully 
packaged in tough vinyl shrink film and colorful labels 
for instant self-service appeal. Many items feature 
. exclusive CRAFT HOUSE decorating techniques such 

as CRYSTAL SNOW and the patented GLITTER- 

ETCH process. 


K WITH. bie 


: Plan now for a more profitable Holiday 
| Program. Write for your BEAUTIFULLY 
ILLUSTRATED 24 PAGE CATALOG 
showing our complete line of Basics, 
Gift and Design lines, Glitter and Trims. 


Basic Starter Assortment No. 3502 ——————— 


to a giant “Holiday Genter 


BE YOUR OWN DESIGNER 


Llbinedh cdr 3O DECORATE I's con ta naccore 
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IT'S FUN TO DECORATE IT'S FUN TO DECORATE : 
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EASY TO "WORK WITH a 
EASY TO WORK wit! 
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internationd ASSEMBLIX corporation 


328 North Westwood Avenue « Toledo 7, Ohio 


Giant Holiday Center No. 3600 shown here 


*Dow Chemical trademark for its 
expanded polystyrene plastics 


The Seal of Quality 


Your Christmas Gift From 
Papercraft 


Sight and Sound — 


Sweepsta kes ail 


This year, as always, Papercraft startles the giftwrap industry with another innovating 
first . . . $30,000 Sight and Sound Sweepstakes. Illustrated on the back of every one 
of over 20 million packages, this fabulous offer provides your consumers with a chance 
to win one of the following: 40 Westinghouse 23” Color TV sets, 10 Westinghouse full- 
feature clock radios, 50 Westinghouse 6-transistor radios, and 150 luxurious year-round 
Executive Gift Wrapping Kits. 

This industry first is guaranteed to make last year’s record sales look small in com- 
parison. Don't take a chance and miss out on the action. Stock Papercraft’s full line 
and watch shoppers clamor for this sensational program. 


Don’t Delay. Write. ..... Wire: F eacs. Or Call Collect. Area Code 412/362-2600 


[a 


THE PAPERCRAFT CORPORATION 
Pittsburgh, Pa. 


Papercraft Makes The Difference 


June 1, 1966 
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..the complete 
Christmas Tree 


YOU'LL MAKE MORE PROFIT with G-E’s 
complete Christmas Trees. They’re designed to 
be the top value in the market—with quality 
features that command a top price...to give you 
top profit. What’s more, General Electric pre- 
sells these trees for you—with network TV... 
and with full-color, full-page magazine advertis- 
ing ... plus adjoining space which lists your store 
name and sends customers directly to you. 


Two different tree models and a rotating Music 
Box stand are offered, as illustrated in the na- 
tional ad at right. Both trees are luxuriant flame- 
resistant vinyl Scotch Pines. 7% feet to tip of 
topmost ornament. Each tree and all accessories, 
including CR-1 Musical Rotator Base, is packed 
in a single storage carton, with easy-to-follow 
instructions for assembly. 


MODEL CT-2 CHRISTMAS TREE...comes with 
60 handmade Classic Bavarian glass ornaments 
..140 clear “Merry Midget” Twinkle Lights 
(independent burning), plus a Twinkle control 
light and six extra bulbs...and CR-1 Musical 
Rotator with push-button control. 


MODEL CT-1 CHRISTMAS TREE ... comes with 
60 handmade Traditional Bavarian glass orna- 
ments...140 multicolored “Merry Midget” 
Twinkle Lights, plus Twinkle control light and 
six extra bulbs...and CR-1 Musical Rotator 
with push-button control. 


G-E MUSICAL ROTATOR— 
Model CR-1...holds any ar- 
tificial tree up to 7 feet, so 
it’s also packed in individual 
cartons for your customers 
who wish to buy it sepa- 
rately. Features built-in, 
precision Swiss Music Box (“Silent Night” and 
“O Come All Ye Faithful”). Has 3%-ft. remote- 
control cordset and control box with three indi- 
vidual switches for any combination of “Music” 
... “Rotate”... and “Lights.” UL Approved. 
120v., 60 cycle AC—500 watts. 


ORDER NOW! Feature the complete 


Christmas Tree your profit grows on! 


General Electric Company, Housewares Division, 
Bridgeport, Conn. 06602 


Progress 's Our Most Important Product 


GENERAL @3 ELECTRIC 
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REVOLVING CHRISTMAS TREE 


Music Box base, lights,and heirloom ornaments! 


Hy buy a tree every year now that 

you can get a permanent one as 
natural-looking as this? Measures 712 feet 
to tip of treetop ornament. Luxuriant. For- 
ever green. Fire resistant. With it, you get 
60 authentic, handmade Bavarian orna- 
ments...four 35-bulb sets of G-E “Merry 
Midget” lights...a revolving base with 
Swiss Music Box (plays “Silent Night” 
and “O Come All Ye Faithful”) ...and a 


remote control for any combination of 
music, tree rotation or lighting. 

Choose from two models: one with clear 
lights and Classic Bavarian ornaments in 
silver and gold; the other with multicol- 
ored lights and Traditional Bavarian 
ornaments. Stores compactly. For home or 
office ...a beautiful remembrance for 
school, hospital or church...a perfect 
heirloom gift! 


General Electric Company, Housewares Division, Bridgeport, Connecticut 06602 
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| 
| ROTATING MUSIC BOX 
BASE HOLDS ANY 
ARTIFICIAL TREE UP TO 
7 FEET TALL. MAY BE 
PURCHASED SEPARATELY. 


Progress /s Our Most Important Product 


GENERAL 


ELECTRIC 


STOCK THE 


CHRISTMAS LINE 


— including NEW Icicle Fringe-Trim and 
NEW hang-up Tree Skirt Packaging. 


SPARKL-TEX — the original glittering drape. 

ICICLES — plastic, lead. 

GLAZE-TEX — improved glazed fireproofed 
Christmas cotton. 

DECOR-TEX — sparkling designs. 

TINSEL GARLANDS — plastic. 

NUMEROUS OTHER CHRISTMAS ITEMS. 


Expanded high-profit line from the oldest manufacturer 
with the newest ideas. Popular shapes and sizes priced 
to sell. Dependable and prompt delivery... no inventory 
headaches. Prepriced self-display packages. Prepaid 
over 100 Ibs. See our Complete Catalog. 


UNION WADD:NG COMPANY 
Since 1836/Pawtt >ket, Rhode Island 
ARCHIBALD SALES DIVISIG"’ — Exclusive Sales Agent 
200 5th Ave., New York, N.Y. ¢ P. 0. Box 412, Lockport, N.Y. 


Style 811-33 
NEW... U.L. Approved TREE TOP 


Comet Tree Top with glistening 
silver tinsel and topped by a Pom- 
Pom Burst with a Star shaped re- 
flector and tiny midget bulb glowing 
in its heart. The Burst itself is com- 
pletely covered with 9 other Midget 
bulbs that makes the whole decora- 
tion sparkle and add new life to the 
top of any Christmas Tree. 


Style 810PC 
PRISMATIC CRYSTAL LIGHT SET 


U.L. Approved—American Made 
Sparkling, new Christmas light set. 
This multi-faceted ornament looks 
like a piece of cut-crystal. Each 
ornament has a tiny Midget inside 
that can be easily removed to change 
the bulb. 


Come see our most unusual collection of 
delightful and decorative Christmas Lights! 


RADIANT GLASS FIBERS Co. Inc. 


showroom: 200 Fifth Ave., Tel. 255-1485 


If you don’t see Capri 4 
for Christmas candles 


try to have a 
good season, 
anyway. 2 
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We're here 
tohelp you 
with your 
Christmas 
— Shopping. 


What will you buy for your custom-- 
ers this Christmas? A way of decorating” 
so new, so fashiony, so dramatic that 
Christmas trees will look more beautiful 
than ever. For the first time ornaments 


Large deluxe hand-blown 
and hand-decorated 
ornaments, 


New miniature angel 
tree and table decorations. 


Newly designed screened 
ornaments, fashion co-ordinated, 


will mix and match and go together with 
everything you hang on the Christmas 
tree. For your customers, this will be the 
most beautiful Christmas of all. And with 
our help, you can make it all come true. 


choice of 6 colors. 


Animal novelty tree decorations, 
can be used as stocking stuffers. 


New imported shapes, hand painted 
and frosted with glitter. 


We have wonderful new gilt orna- 
ments. Delicately screened ornaments. 
Jewelled ornaments. Sparkly and tinselly 
ornaments. Fashion color co-ordinated 
bells and balls. Brightly lacquered, hand- 


Hand made and hand painted 
tree toppers, in reflector, 
tinsel decorated, glitter 
and beaded styles. 


Satin finished ornaments, 
will blend with and highlight 
fashion co-ordinated ornaments, 


nine colors. 


painted and hand-decorated ornaments, 
imported from Europe. 

We have a warm, whimsical family 
of Santa novelties. Almost-traditional 
musical instruments. A drum major in- 


Jewelled ornaments 
in a satin finish. 
with jewel tassel, 
Dual-color. 


Tea and coffee pot 
novelty shaped ornaments 
in the tradition of 
the Old World. 


Dual-color ornaments, 
fashion co-ordinated, in ball, 
bell, droplet, gemini, and diamond shapes, 


Whimsical pixies, gnomes, elves 
for stocking stuffers, 
or hanging on the tree. 


spired by the “Nutcracker Suite.” Angels 
and cherubs. And a marvelous Christ- 
mas ornament-shaped music box that 
plays a merry chorus of Jingle Bells. 
We have Christmas trees that look 


from Germany, 


Ttalian hand 
blown and hand 
decorated figures. 


Hand decorated ornaments 


in satin and shiny finishes, 


Christmasy enough to be real. Trees 
laden with full fashioned branches. 
Scotch Pine, reminiscent of Christmases 
past. And the Blue Spruce. We have min- 
iature twinkling lights to trim them with. 


Roly poly Santas, for 
centerpiece decorations, and 


hanging on the tree. 
Hand painted ornaments Assorted shapes, 
decorated with the bright co-ordinated in shiny 


lacquers of Europe. and satin combinations, 


Garlands and wreaths that go with the 
trees that go with the co-ordinated orna- 
ments. And the holly and the ivy. 

We have new Christmas packaging 
for all our Christmas decorations. Beau- 
tiful snowy polyfoam trays. Open packs 
that give our ornaments maximum dis- 


Christmas trees of 100% 
non-inflammable synthetic material, 
in green Scotch Pine, and 
blue-green Spruce finishes, 
with cone tipped needle branches, 
in 74, 7, 6, and 4-foot heights. 


Sturdy molded plastic trays 
that provide more protection 
in transit and in store. 


Holly, pine, and spruce 
wreaths of polyethylene, 
in assorted sizes. 


play, top, bottom, and sides. And shiny 
gold caps capping our ornaments. 

We have the first national full color 
advertising for Christmas ornaments 
ever run, reaching millions of Christmas 
readers. We have an informative booklet 
on Christmas decorating that we will put 


GARLAND 
eet teraheree? 


Fashion co-ordinated tinsel 
garlands from Italy, in 


four graduated widths. 


Bead garlands in 6 colors 
and multi-colored; and package ties 
for gifts, or highlighting 
Christmas floral decorations. 


into the hands of millions of Christmas 
shoppers. We'll give you all the help you 
need. After all, we’re number one. And if 
we can’t help you celebrate a more pros- 
perous Christmas this year, nobody can. 


Shiny BRItE 


Max Eckardt and Sons,” 1107 Broadway, New York, N.Y. 


Holly, spruce, and pine table trees, 
also serve as centerpieces; 
and hanging balls of holly and mistletoe. 


New packaging that gives 


optimum exposure to the customer. 
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See Union's... 


Christmas Wine 
before you buy! 


* Originality in Design 
* Quality in Workmanship 
* Prompiness in Delivery 


Makes the Union Christmas Line 
the Best Seller! 


We believe that our new 
42” Santa is the best looking 
Santa produced. We hope 
you will feel the same. 


* 


One of the best sellers of 
1965 was our Toy Soldier. 


This year we have introduced 

the Christmas Candy Striped 

Doll and the Christmas Mouse 
on the preceeding page. 


Why not look over the Union 
Line, the catalog is free. 


Who knows? . . . maybe this 
year you will have a Merrier 
Christmas, too. 
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No. 2813 
CHRISTMAS CANDY STRIPED DOLL No. 2782 — TOY SOLDIER 


iy Union Products, Inc. 


PLASTICS MANUFACTURER 511 Lancaster Street Leominster, Mass. - 01453 


No. 330 REVOLVING MUSICAL 


NACIVICY | 


ie fi With Genuine Swiss Music Instrument 


16 exquisite hand painted nativity figures made in 
Hong Kong. Completely protected by clear plastic dome with star. Slowly 
revolves on metal base. Genuine Swiss music instrument plays ‘‘Silent Night.” 
meter, 83/4,’ high. Each in full color open display box. 


oz. ctn. Approx. wt. 1114 lbs. 


WORLD FAMOUS FOR QUALITY... THE COMPANY - _ BRYAN, OHIO 


NEW YORK OFFICE: SUITE 628, 200) FIFTH AVENUE 10010 
PHONE: (212) 242-6656 


WEST 


km TORRANCE, CALIF. MIDWEST 
FACTORY & WAREHOUSE we 
GEORGE PHREANER 


* CHICAGO, ILL. 
DON DAYHOFF 
CALL 312-629-1529 


JACK KNOWLTON 
CALL 213-320-7320 


* BALTIMORE, MD. 
JAMES RALLO 
CALL 301-444-6549 / 


* SALES OFFICE 
= FACTORY / WAREHOUSE 


There are 17 reasons why Ben-Mont 
is the leading giftwrap house. 


You're looking at 10 of them. 


Reasons number 1 through 10: ten loca- Here’s the sixteenth reason: Ben-Mont’s 
tions, coast-to-coast, help us provide you quality rotogravure printing, complete art 
with local service. staff and package designers produce the 


Reason 11: the latest data processing fastest selling packages in the industry. 
system to keep all ten working to- The seventeenth reason? Ben- 
gether as one unit. Mont’s wrappings, ribbons and _ holi- 

Reasons 12 through 15: our com- day decorations — America’s best- 
plex of tissue and foil mills, engraving selling line. 
and ink manufacturing facilities. Phone us for more information. 


Ben-Mont° 


BENNINGTON, VERMONT 
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-MAIL THIS CARD TODAY FOR YOUR COPY! 


I want to see your profitable Holiday Lines! 
Please send a copy of your catalog at once. 
NAME 

TITLE 
COMPANY 
ADDRESS 


CITY STATE ZIP 


FAST SELLERS, from 59¢ to $93., Poloron Holi- 
day Lines offer decorative items your customers 
want. Colorful, illuminated Candles, Lanterns, 
and Figures of unbreakable plastic; Plaques and 
Decorations, for indoors and outdoors; Tree 
Stands of metal or plastic. Poloron exclusives. 
A few examples from our 16 page color catalog 
shown below: 


4 is 


(696-2) Illuminated | (C65-2) Illuminated | (C67) Illuminated | (C91) Illuminated (611, €14) Illuminated 
Post Lamp Candle Santa Claus Snowman figurines 14” high 
45” high 39” high 31” high 32” high 


ILLUMINATED, COLORFUL, : a: 
UNBREAKABLE, PLASTIC =; oe °°. 
CANDLES, LANTERNS, a ° Ay 
FIGURES : 

Metal and Plastic Tree 

Stands—Indoor & Outdoor 


es 


pA, 
é 


: (397) Lifetime Poly- (C25) Santa Face €28-6) Sled’n | (C26) Reindeer 
Plaquasiand Decorations: < Sir viene Tree | Vacucsi@ Plaque | Sante Vacucele’| Vacucelo Plaque 
irgcrecn mutase Stand 16%” dia. 1754” high Plaque 2034” high | 19” high 


FIRST CLASS 
PERMIT NO. 1064 


New York, N. Y. 


BUSINESS REPLY MAIL 


NO POSTAGE NECESSARY IF MAILED IN THE UNITED STATES 


POSTAGE WILL BE PAID BY 


POLORON PRODUCTS inc. 
165 Huguenot Street 


New Rochelle, New York 
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Spray antiquing in three easy steps 


-..- Plus an extraordinary finishing touch 


Two dramatic new spray glazes plus a phenomenal gild- 
ing process (not a gold paint)! Easily worked into Flemish, 

/ Oriental, period, or any desired antique or wood grain 
Mt effect. Beautifully effective on artificial flowers, wood, 
plastic, glass, metal and papier mache. Can be used 
over any Mr. Color Designer Finish. “Like having your 
own professional decorator in a can!” 


oa i 


1, Spray Mr. Color in desired 
color as base coat; wait until 
dry to touch (approx. 5 min- 
utes). Spring Blue is used 
here on both the board and 
plaster figurines, however any 
‘Mr. Color” flat finishes can 
be used as base. 


2. Spray on Mr. Color Ebony 
or Walnut Glaze. Ebony Glaze 
is used in the second finished 
example; walnut in the third. 
A light spray is enough for 
most antique effects as glaze 
spreads as you work it. Let 
dry 5-10 min. until workable. 


3. Work to desired effect by 
wiping with cloth, cheese- 
cloth, steel wool; or experi- 
ment with other materials— 
plastic, carpet, etc. You be- 
come an expert as soon as 
you start to wipe. Lightly at 
first. You know immediately. 


4. Voila, the master touch— 
MR. COLOR MAGIC GILD 
GOLD (not a gold paint). 
Whereas gold paint would 
would cover and hide the 
effect you have created, 
Magic Gild enhances, accents 
and highlights—a color and 
light phenomenon. 


m™CO|OR,| ._.™ Color 


ANTIQUE GLAZE ANTIQUE GLAZE MAGIC GILD 
WALNUT EBONY SHIMMERING GOLD 
Stock No. 808 Stock No. 808 Stock No. 808 


4 oz. fill, 6 oz. can 
Packed 1 dozen cans per 
carton. 


5 oz. fill, 6 oz. can 
Packed 1 dozen cans per 
carton. 


5 oz. fill, 6 oz. can 
Packed 1 dozen cans per 
carton. 


PRINTED IN U.S.A. 


FINISH 


designer’s formula 


A houseful 


of special uses on - 


ARTIFICIAL FLOWERS © STYROFOAM e PLASTIC 


A wide range of 
DECORATOR COLORS 


Flat White + Gold (Bright, 
yellow gold) * Rich Gold (Brite 
antique, green gold) + Better 
Times * Pure Pink * Apricot 
* Jonquil Yellow * Moss Green 
* Spring Green * Spring Blue 
* Turquoise * Lavender « 
Wrought Iron Black ¢ Silver 
« Sky Blue « Christmas Red 
* Christmas Green * Pumpkin 
Orange « Brown « Delphinium 
Blue * Champagne « Bitter- 
sweet * Copper « 


Stock No. 800 (Specify color) 


10 oz. fill, 12 oz. can 


Packed 4% dozen cans 
per carton 


Mr. Color brings a new touch — a new versatility to ornamental 
decorating. Not a heavy harsh paint, but a specially formulated soft 
flat finish that dries — in seconds — to a natural petal-like finish 


. .. delicate in tone, yet extremely durable. Begins where ordinary 
spray paints leave off. 


AWARD-WINNING CANS — color of contents on each can 
SAF-T-GARD CAPS — discourages in-store “test spraying” 


QUICK DRYING 7 PREMIUM QUALITY e NON-CLOGGING 


Widen Your Share of the 4 million 
dollar Artificial Flower Boom 


Mr. Color generates a rewarding new trend — artificial flower 
arrangements, color coordinated to match decorating schemes. 
Test marketing has brought terrific response from home- 
makers, hobbyists, garden clubs, craft teachers, women’s 
clubs. Here's a tremendous merchandising opportunity — 
using top quality spray finishes, backed by a complete sales- 
tested program. 


Compact, permanent wire design for 
counter use. Makes color selection 
quick and easy. A proven sales booster. 
\ FREE with 12 assortment. (See price 
list for details.) 


including large, colorful window stream- 
er and 4 full color cards. 


Full color pocket size “Artificial Flowers 
Decorating Instruction & Idea Booklet” 
for counter “pick-up.” Filled with buy- 
ing incentives! 


SELL IT with confidence — assure 
your customers of decorating effects 
not possible with ordinary spray 
coatings. The perfect finish for arti- 
ficial flowers, lamp shades, bamboo 
curtains, picture and mirror frames, 
wicker ware, candles and candle 
holders, vases, glass, metal, plastic- 
ware and hundreds of other items. 


USE IT for quick, easy in-store decor- 
ating. Add distinctive color to slow- 
moving and drab-colored items. With 
Mr, Color, many items can be priced 
and color matched to tie-in with 
seasonal promotions. Store manage- 
ment will find many practical and 
profitable applications for Mr. Color. 


Pearl 
Effect 


Stock No. 800 
10 oz. fill, 12 oz. can 


Packed ¥2 dozen cans 
per carton 


“A jewel of a spray” — like no other 
finish! Adds the dramatic individuality 
of shimmering pearl to artificial flowers, 
centerpieces, ornaments, vases, milk 


“glasses, candles and candle holders, 


glass and plasticware and many other 
items. Amazingly versatile—a product 
of exceptional beauty with tremendous 
consumer appeal. 


New! 
Gard 
Spray 
Adhesive 


Stock No. 810 
5 oz. fill, 6 oz. can 


Packed 1 dozen cans 
per carton 


Produces temporary (pressure sensitive) 
or permanent bonds for artificial flow- 
ers, plastic, wood, glass, fabric, metal, 
styrofoam and papier mache. Will not 
run, and requires no clamping while 
drying. Parts hold on contact, yet can 
be adjusted for perfect fit. Fast set- 
ting. Endless uses and profit oppor- 
tunities. 


New! 
Hand 


Cleaner 


Stock No. 800 
10 oz. fill, 12 oz. can 


Packed ¥2 dozen cans 
per carton 


Instantly cleans hands, clothing, etc. 
without water! Removes Mr. Color fin- 
ishes and ordinary paint, grease and 
many stains common to decorating 
work. Will not harm delicate skin. 


Holiday Spray Finishes 


Colors to fill every holiday and ornamental decor- 
ating need ... at a price that encourages multiple 
sales! 


Outstanding value for your customers—good profits 
for your store in a line of gay, bright colors for holi- 
day and year-round use. Gives rich brilliance to 
styrofoam, ribbon, party favors, plastic, papier 
mache, candles and candle holders, wood, metal 
and glass. Finish will not run, is quick drying, has 
no objectionable odor—and has many other features 
found only in top priced lines. 


Stock No. 902 (Specify Color) 
10 oz. fill, 12 oz. can 
Packed 1 dozen cans per carton 


COLORS: Brite Gold (Bright yellow gold) * Antique Gold 
(Bright, Antique, Green Gold) * Silver ° 
Copper ° Pure Pink ° Starlite Blue °« 
Christmas Red « Christmas Green « Flat White 
TINSEL COLORS—Flecks of silver give the glit- 
ter, sparkle and glow of shimmering tinsel in 
these rich, brilliant colors: 
Tinsel Red © Tinsel Green + Tinsel Blue 


holiday spray finish... 


MR. COjore 


Christmas 
Snow 


Full textured, flake-like color for 
trees, wreaths, gift packages, dis- 
plays and all types of ornaments— 
indoors and outdoors. The fluffiest 
snow ever! Available in two sizes. 


Stock No. 927 (Specify color) 
13 oz. fill, 16 oz. can 
Packed 1 dozen cans per carton 


Stock No. 928 (White only) 
21 oz. fill, 24 oz. can 
Packed 1 dozen cans per carton 


COLORS: White + Pastel Pink ° 
Pastel Blue 


mr. COjOR 


Glitter Glue 


Special formula produces maximum 
“tackiness.” Firmly holds sequins, 
beads, glitter to virtually anything. 
Fastest drying. Easiest to use. 


ae Stock No. 410 
5 oz. fill, 6 oz. can 
oanP Packed 1 dozen cans per carton 


Stock No. 610 
10 oz. fill, 12 oz. can 
Packed 1 dozen cans per carton 


GARD INDUSTRIES, INC. 


1970 ESTES AVE. / ELK GROVE VILLAGE, ILL. 60064 
“The Greatest Name in Aerosols’’ 


IMPORTERS aiuey. 
CHRISTMaig | 


Follow the cro 
FRANKEL’S... 


See the biggest and most sensational collection of unique Christmas 
ornaments and accessories, featuring our famous designs. See why 
Fabulous Frankel’s Christmas lines sell so terrifically across the 
country. If you can’t come by our New York or Chicago showrooms 
right away, send for our free glittering 1966 catalog... but hurry! 


“8Z0-4>mpomG ap 
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DPRANRIL AssociAT?S tHe: 


vankel ASSOCIATES, INC. 4 


202 FIFTH AVENUE, NEW YORK, N. Y. 10010 * AREA CODE 212 MU 7-3434 


321 So. Robertson Blyd. 1479 Merchandise Mart 2937 Book Bldg. 
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FOUR BEAUTIFUL NEW VARIETIES INTRODUCED BY R.O.KENT CORP., 
MENT OF INGENIOUS AUTOMATED 


_ MADE POSSIBLE BY DEVELOP 
| MACHINERY. PERMITS STARTLING INNOVATIONS IN TREE 
| VALUES. PATENTS FOR 


CONSTRUCTION RESULTING IN UNUSUAL 
i THIS EQUIPMENT HAVE BEEN APPLIED FOR IN THE U.S. AND 
| OTHER COUNTRIES. 
| CHRISTMAS TREES WITH MANY LIMBS... MORE LIMBS THAN EVER BEFORE 
| _NOW ARE PRACTICAL. UNIQUE MANUFACTURING PRO 


TREES WITH A SHEARED, 
SILHOUETTES PRE VALENT IN 


create a sheared, even-tapered 
appearance. These trees resemble 
expensive, hand-made custom trees 
exhibited in public places as show 
pieces. 


NORWAY SPRUCE TREES 


ea 
ferent appearance. The limbs sweep [ 
outwardly and down with grace 
and elegance. 


These trees have many limbs and 
branches, arranged in natural tiers, 
layer on layer. This is a new concept 
in artificial tree design. 


FIR TREES 


R. O. Kent 


The entire line of 
Christmas trees is on display in 
nt showrooms 0 
R. O. Kent Corp., 132 West 31st | 

i, N.Y. 10001. | 


These trees are distinctly different 
jn appearance. They are made will 
SHORT, CRISP needles, arranged 
on many limbs to create a perfect, 
tapered silhouette. Norway Spruce 
Trees, with their short needles, cre- 
ate the illusion of old-fashioned, 
sheared Christmas trees- 


They may @ 
Dudwick-Shin 
200 Fifth Avenue. New York, 


N. Y. 10010. 


The R. O. Kent Corp. also man- 
ufactures aluminum trees in sil- 
ver, the newer metallic blue, |) 
metallic green and other colors. | | 


eo oe 
Made with many limbs (little trees), 
many more than previously used, to |, 
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PATENT 
APPLIED FOR 


THE SAFEST, 
MOST REVOLUTIONARY 
CHRISTMAS TREE LITE SET 
EVER CREATED! 


“on-and-on’”’ 50-MINIATURE WEATHERPROOF LITES 


represents the major technological advancement in Christmas tree lights! Available 
soon. When you stock and sell them, you can be confident you will maintain a full 
markup and make a legitimate profit on volume selling . . . free from the worry of 
“price cutters’ and non-profit competitors. 


World-Wide 
issues no catalog — 
attends no trade shows — 

has no salesmen—_ 
but does pass the savings 
directly to customers! 


RATE 


KEEP WORLD-WIDE MERCHANDISE Manufactures and Sells 
ON THE MOVE! MORE Christmas Lite Sets Than : 
i Any Other Brand on the Market! 


WORLD-WIDE FEATURES COMPLETE SETS with @) westincHouse BULBS and BULBS for REPLACEMENT 


BRANCH 

OFFICES: 

TOKYO, JAPAN 

PARIS, FRANCE 
FLORENCE, ITALY 
HONG KONG 

LONDON, ENGLAND 
TORONTO, CANADA 
NEW YORK, NEW YORK 


awarded the 
SEAL OF 
ACCEPTANCE 
restricted to one 
manufacturer in 
an industry 


as Decorations > 


t 
: 


Christmas is 


GLITTER and TINKLE 


CHRISTMAS ORNAMENTS, BEAUTIFUL AND UNBREAKABLE 


BRADFORD 


BRADFORD NOVELTY CO., INC., 200 FIFTH AVENUE, NEW YORK, N.Y. 10010 
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| _ Buyers of Christmas decorations in the 
eastern portion of the country expect 
Christmas to be the biggest, most pros- 
perous Yule yet recorded. 

To a man, every buyer interviewed pre- 
dicted a “terrific,” “sensational,” or “excel- 
lent” year. They base this unanimous fore- 
cast upon the general economy, upon the 
growing fashion-trend in decorations and 
upon the fact that the younger generation is 
expected to do a big chunk of the buying. 

“The increase of the fashion trend, espe- 
cially the high fashion colors such as BLUES 
AND GREENS, and the two-tones, appeal to the 
younger people and they do more of the buy- 
ing each year. We’re getting ready for a ter- 
rific year,” said the buyer for a large chain 
of variety stores. 

The buyer for a well-known New Jersey 
department store expects a banner year, 
based on the general economy and on the 
strength shown in his regular, year-round 
department (housewares) . 

GARLANDS are expected to be bigger sellers 
this year than last. All hands also see a big 
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a region-by-region analysis 

of today’s market and 

what lies ahead in decorations, 
lights, trees and giftwrap 


year in SCOTCH PINES, with special emphasis 
on the two-tone and soft needle varieties. 

FLOCKED TREES, which were good in the 
Midwest last year, and are new to this sec- 
tion of the country this year, are expected to 
be strong here for Christmas—sNow FLOCK- 
ING is generating great interest at this point. 

IMPORTED MINIATURE LIGHTS AND ORNA- 
MENTS, novelty lights and lanterns, satin 
balls (glass and Styrofoam), are all expected 
to be volume sellers. 

“In trees, ALUMINUM is here to stay,” re- 
ported a discounter. The others agree. 

The copper shortage and the resulting 
widely-circulated rumors of very tight and 
late deliveries, have received a variety of re- 
actions ranging from... “I’ve heard that 
one before” to the placement of orders very 
early. 

A department store buyer in New York 
reported he bought very early and is already 
99% placed because he feels deliveries will 
be slow and late. 

The buyer for a Long Island discount de- 
partment store says a copper shortage in 
electronics pushed his store into buying a 
month earlier than usual. 

Another discounter pooh-pooh’d the ru- 
mors as hysteria and said the same rumors 
circulated last year. 

All buyers are trading up, especially in 
trees. Several report that even though prices 
on lights have gone up substantially, they 
foresee no consumer resistance. 

“At Christmas time, with the feeling of 
tradition in their hearts and the annual 
bonus in the wallet, resistance to prices 
simply isn’t there—especially when the 
economy is strong,’ summed up one buyer. 
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FAR WEST sy KATHLEEN L. WHALEN 


+ Western manufacturers, wholesalers 

<,\g] and retailers see a minimum increase of 

25% in Christmas decorations’ sales 
volume in 1966. 

This prediction is supported by sales fig- 
ures on orders placed by early buyers. A 
manufacturers’ rep and importing firm in 
Los Angeles reports that business was rec- 
ord-breaking during the week-long 62nd 
California Gift Show in that city last Janu- 
ary, at which a healthy representation of 
Christmas decorations firms exhibited. 

Although West Coast Christmas trim-and- 
decoration showrooms are busier than they 
ever have been, and hundreds of buyers have 
already bought, this represents only a frac- 
tion of the business left to be done, accord- 
ing to a sampling of industry spokesmen. 

Retail buyers interviewed by T&N are 
looking for a WIDE AND DEEP VARIETY to 
choose from that will be fitting to individual 
retail situations, but as most of them point 
out, a buyer can buy only that which is in 
the market. Therefore, buyers queried point 
out that what might move well may not be 
the actual buyer’s choice, as now stated, but 
his compromise when he has evaluated what 
is being offered, at what price. 

One buyer for a south-of-Los Angeles 
major outlet said that he will promote, ata 
price, down-swept synthetic CEDAR AND 
SPRUCE TREES in green and white. At a bet- 
ter price, he will feature the Monterey-type 
ARTIFICIAL ORIENTAL PINE. In his Trim-a- 
Home Shop, selections of color-coordinated 
wreaths, garlands, centerpieces and tree 
decorations will be wider and deeper in price 
and quality. 

Major emphasis will be placed on what he 
hopes will be an exclusive color in his market 
area. He declined to disclose this color 
scheme, but said that last year’s lavender- 
blue and gold-green combinations may not be 
heavily repeated, if at all. 


In this particular store, typical of its kind, 
the children’s department will feature Toy- 
TYPE ORNAMENTS, (drums, gingerbread fig- 
ures, etc.) in its own holiday floor, wall and 
counter decorations and this is expected to 
promote the sale of limited amounts of simi- 
lar items in the Trim-a-Home Shop. 

The merchandiser T&N interviewed is in 
a competitive position as buyer for a medium 
price department store with several subur- 
ban branches and it is his constant effort, he 
said, to keep the widest possible selection of 
items with a “different” look as the market 
will provide. An example of his ability to fill 
in when the market does not provide is a 
feature of his Trim-a~-Home merchandise. 
He buys pieces and parts from many sources, 
and manages the assembly job locally for co- 
ordinated color sets. 

He expects that ITALIAN AND JAPANESE 
“WHEAT” LIGHTS and decorated string lights 
will continue as strong as they did last Christ- 
mas, but SINGLE-COLOR LIGHTS in repeated 
designs will outstrip the traditional vari- 
colored type. Jeweled and solid color VELVET 
ORNAMENTS will be a big part of his Trim-a- 
Home department’s offering, with the former 
selling at $5, $10 and $15 and the latter, 
50¢ and $1. 

A Los Angeles discount department store 
chain, subsidiary of a large grocery company, 
expects to promote natural looking, down- 
swept SYNTHETIC GREEN TREES WITH WHITE 
FLOCKING. 

ORNAMENTS with a “porcelain” look, mul- 
ti-banded two- and three-color glass balls and 
DECORATED MINIATURE LIGHT STRINGS will be 
leaders in their categories for volume, he 
predicated. This buyer added, however, that 
a possible contender for this class could be 
velvet and brocade ornaments if he finds 
them in the market at a volume price. 

In volume area, this buyer expects that his 
Christmas decorations merchandise will be, 
as it has always been for him, 90% staple, 
10% innovation. 

Many buyers queried by T&N feel that the 
ALUMINUM TREE that requires rotating free- 
standing color lighting for decoration has 
lost its once-popular position, but that an 
aluminum tree reported on the market that 
can safely take light strings and decorations 
may win a place next Christmas. 

One buyer, discussing ACCESSORIES, said 
that he has seen nothing new in the icicle, 
spray and miscellaneous category, so he 
thinks it will be much the same as in the past, 
except, that as in all classes of merchandise, 
“There will be more of it . . . much more.” 
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g Southwestern retailers and wholesalers 
alike have tinsel-bright hopes for the 
best season ever in Christmas decora- 
tions this season. 

With economic conditions good and a pub- 
lic that was going for the more expensive 
items, they feel they have a good chance of 
fulfilling their expectations. 

Those who went to Toy Fair complimented 
the new merchandise—IMPROVED ScoTcH 
PINES with feathered branches, lower-priced 
trees, fuller artificial trees, NEW DESIGNS IN 
NOVELTIES, PAPER, LIGHTS AND TREE DECORA- 
TIONS. One wholesaler said he went to New 
York to be sure of getting competitive pric- 
ing, even though a good cross-section of sup- 
plies is available in Dallas. A variety chain 
buyer said that by going to the Fair he was 
able to gain information on what was really 
selling. 

RED, GREEN AND GOLD were the colors pre- 
dicted to be strong this fall. Many felt the 
BLUE AND GREEN COMBINATIONS would con- 
tinue strong. But one wholesaler was betting 
mainly on gold, while a specialty shop 
planned to introduce “hot” colors while keep- 
ing a big supply of red and green. 

Variety stores, department stores and gift 
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ANA 
If Scrooge and Marley 


were still in business, they’d 


be buying Christmas goods from us 


The old skinflints would have loved doing 
business with O’Neil, Weiss and Santa Claus. 
It’s not because our goods are so cheap. But 
because we know how to cut the price you pay. 
So, take it from Scrooge. It’s possible we'll cut 
the dickens out of your Christmas goods cost. 


Write O’Neil, Weiss & Santa Claus 


Suite 1478 Merchandise Mart Chicago, Ill. 
60654 


The Jesse Tree 


An American adaptation of the 
Advent Wreath-—for any Chris- 
tian home or Church School 


Brand new! Unique! Colorful! This 64 page book- 
let can be used as a family project or in any 
Church School to celebrate the approach of 
Christmas. Starting with Advent, there is a sym- 
bol to be cut out and placed on the ‘‘tree’’ which 
can be any sort of branch as illustrated. Reverse 


Size: 514” x 714" . 64 pages - 
Only $1.95 each/$21.45 per dozen ppd. 


SYMBOLS 
IN 
4 COLORS 


side contains a meditation, prayer and explana- 
tion of symbol. 
This new idea is perfect for inexpensive gift- 
giving and will provide a new and different in- 
sight into the meaning of Christmas for the 
family or class. 


Order from 


FORTRESS PRESS 


2900 Queen Lane, Philadelphia, Pa. 19129 


and specialty shops showed much interest in 
MINIATURE LIGHTS. A wholesaler felt the 
plain Italian miniatures would lead, though 
he was repeating a novelty Japanese RAIN- 
BOW BLINKER this fall. On the whole, minia- 
tures were expected to outsell conventional 
light sets in units, although indoor-outdoor 
sets in 15-35-light strings would be impor- 
tant. 

In artificial trees, most retailers were pin- 
ning their hopes on SCOTCH PINES. Even a 
variety store chain which did a big volume 
in flocked trees last year will experiment 
with the new low-priced Scotch pines this 
year. Department stores looked to the $25 
Scotch pine as their best bet. With thinner 
profit margins in aluminum trees, only the 


variety stores and drug stores were showing 
much interest in them. But one department 
store did well with FLOCKED ALUMINUM 
TREES, and planned to have them again. 

What would be good in TREE ORNAMENTS? 
There were as many opinions as buyers con- 
tacted. While a drug chain felt plain GLASS 
BALLS in pastels would be good, a variety 
chain saw a definite trend back to DECORATED 
SHAPES, OVALS AND REFLECTORS. 

One department store expected to buy 
novelty shapes and satin-sheens, while an- 
other wouldn’t buy much at all. Reason was 
that late deliveries of imported ornaments 
last year caused a big carry-over. One whole- 
saler was predicting customers would return 
to shiny brights. 

Because of strong interest in DOOR DECORA- 
TIONS last year, some buyers were increasing 
their assortments this year. A department 
store found PLASTIC WREATHS at $2.98 best. 
Other popular designs were Christmas TREES 
OR BOOTS. WITH HOLLY, and LIGHTED DOOR 
PANELS. Buyers expected renewed interest 
in such do-it-yourself outdoor supplies as 
weather-proof velvet and garlands and de- 
partment stores expected to go heavier into 
big lighted display pieces for the yard. 

A big category last year, do-it-yourself in- 
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CRYSTO 
COLOR 


AER 
Rorexant STAINED GLASS 


CHRISTMAS DECORATIONS ("ss 


BY WORLD-FAMOUS 
STAINED GLASS 
WINDOW DESIGNER 


ORIGINATOR AND LEADER OF THIS BRAND NEW 
FAST-GROWING FIELD. VISIT BOOTH 2808 NATIONAL 
HOUSEWARES SHOW, CHICAGO-JULY 11-15.—OR 
YOUNG, BRAUN & SANTA CLAUS 212 FIFTH AVENUE, 
NEW YORK. 


= BIGGEST LINE OF PROVEN SUCCESSES 


m BRILLIANT NEW PACKAGING 
mw ATTENTION-ARRESTING MER! 
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CRYSTOCOLOR DIVISION 


CELLU-CRAFT PRODUCTS CORPORATION 


AND DISPLAYS 
CHANDISING AIDS 


1500 PLAZA AVE., NEW HYDE PARK, N.Y.11041 : 
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z ...over 1OOO EXCITING ITEMS 
is 


TO SELECT FROM AMERICA’S 
LARGEST MANUFACTURER OF 
HOLIDAY DECORATIONS 


*% ARTIFICIAL TREES so beautifully realistic * CENTERPIECES delicately designed... WRITE NOW FOR YOUR BEAUTIFUL 
that it’s difficult to distinguish from the i 
natural trees. a a 48-PAGE FULL COLOR CATALOG 
* DOOR, WALL & WINDOW DECORATIONS x NEW PACKAGING that enhances the 
that are second to none! merchandise. 


*& SATIN DECORATIONS to enhance the ' at our wide array of the finest holida 
heauty of Christmas with tremendous | * ELECTRICAL DECORATIONS to brighten y y 


sales appeal. your sales. decorations in America! 


AND PRICE LIST. You will be amazed 


Over 28 years serving buyers in the United States and abroad. 


STAR BAND CO., Inc. PORTSMOUTH, VA. 


Just a sample of the many beautifully 
designed decorations manufactured by 
AMERICA’S LEADING SUPPLIER OF 
HOLIDAY DECORATIONS. 


A pre-tested new salesman OUR RACK 
“SHOPPING CENTER” will provide 
the basics for the home decorator. 


Write for Full Details and Price List 
1966 CATALOG IS NOW AVAILABLE 
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PORTSMOUTH, VA. 


> | 


to 2 


y 1.Height 2.Width 3.Depth 4. Design. . «(the dimension that makes the difference.) 


NO. 3D-3 45” LAMPPOST 

Colors: Red, green, gold, white 
Packed: 2 polyethylene bags/carton 
Weight: 5% Ibs. 


NO. 3D-2 45” CANDLE 
Colors: Red, green, yellow and white 
Packed: 2 polyethylene bags/carton 


Weight: 5 Ibs. 


WIRED FOR INDOOR AND OUTDOOR USE. 
APPROVED BY UNDERWRITERS LABORATORIES. 


FEATURES 


+ Fully illuminated 


* 3-dimensional, unbreakable, high- 
impact, molded plastic 


+ Vivid, permanent colors 
+ Socket and heavy-duty cord included 


+ Elongated plastic bag for weight 
material (sand, etc.) included 
with each item 


+« Items individually sealed in 
polyethylene bags 


32” 


NO. 3D-1 32” SANTA AND HIS PACK 
Colors: Red, white, green and black 

Packed: 1 polyethylene bag/carton 
Weight: 5 Ibs. 


sr — 0 


Erne Mie yh te 


ILLUMINATED, UNBREAKABLE 


FEATURES 


Sr | *« Fully illuminated Socket and heavy-duty cord 
—— | alll ¥ + 3-dimensional, unbreakable, high- included 
brupece teeny Fiaees + Items individually sealed in poly: 


* Vivid, permanent colors ethylene bags 


CHRISTMAS FIGURES 


NO. 3D-52 14” SANTA AND CHIMNEY 
Colors: Red, white, black 
Packed: 12 polyethylene bags/carton 


Weight: 8 Ibs. 
NO. 3D-50 14” ANGEL NO. 3D-51 14” CAROL SINGERS 
Colors: Red, white, gold. black Colors: Red, white, black 
Packed: 12 polyethylene bags/carton Packed: 12 polyethylene bags/carton 
Weight: 8 Ibs. Weight: 8 Ibs. 


tHE Hamilton- \ctc),, corPORATION, 295 5th Ave., N.Y. 16, N. Y., MURRAY HILL 6-1491, PLANT: HAMILTON, OHIO 
Home of the SKOTCH KOOLER® FAMILY * COLD-FLYTE® * SKYLANDER® * TRAILBLAZER® = INSULATED BAGS = also PORTA-FILES® * TACKLE, TOOL AND UTILITY BOXES 


SNOW FOAM PRODUCTS presents 


The WHITE FOAM 
PERSONALITY and PROFIT LINE 


No. 1084 
HI STYLIZED PLAQUE 
24” tall 


A stunning contemporary doorpiece 
or wall plaque. Brilliant gold Santa 
with glittering white beard mounted 
on rich red velour background. 


No. 1040 

A VERY MERRY 
CHRISTMAS 

35” tall 


A Very Merry Christmas in bright red 
letters mounted on sparkling White 
Foam tree. Loaded with clusters of 
Christmas holly and berries. 


No. 912 
DISPLAY SLEIGH 
20” tall 


No.913 
DISPLAY DEER 
30” tall 


A real Christmas spirit with completely 
decorated, ready-to-use holiday sleigh 
and reindeer. For window, yard, wall or 
other large display use. 


No.1061 
GOLDEN BELLS 
15” tall 


Glittering golden bells with a touch of 
greenery for wall, door, or window decor- 


ation. 


| No.973 
i SANTA FACE 
28” tall 


Adorable Santa winks mischievously 
as he greets the holiday. 
WRITE FOR 
COMPLETE CATALOG 
AND PRICE LIST 


Suow Foam /rovucts, inc. 
9917 Gidley St. El Monte, California 91731 


The WHITE FOAM PERSONALITY and PROFIT LINE 


Sek 


No. 1041 DREAMY SANTA 


28” tall No. 1067 FATHER TIME 
Cuddly Santa covered with dreamy 17" tall 
decorative puff. May be displayed No. 982 MR. S. CROW See the New Year in -- the Old Year 
In many ways~ as a doorpiece, a 26” tall out with Father Time centerpiece. 
window accessory, you name it, he Comical § ditional Made of White Foam and decorative 
will add holiday cheer. omical Scarecrow in traditiona puff, with a satin ball nose. 


fall decor 


t 


BE ORIGI; 


DECORATIVE RAY GLO BALLS (Satin Covered) 
Available in 16 vibrant colors -- including this 
year, the new Black, and Avocado. Sizes 114” to 
6” diameter. 


Solve your space problems with this compact 
Fluffy Decorative Puff comes in 9 delicious unit containing basic shapes, glitter and paint. 
colors. Spun of glass, it is fireproof and easy 

to work with. 


Snow Foam Hrovucts, inc. 
9917 Gidley St., El Monte, California 91731 
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door decorations were expected to be even 
bigger in 1966. Items like STYROFOAM, 
SPRAYS and GARLANDS were being ordered 
heavier. 

The “in” look in CHRISTMAS STOCKINGS 
appeared to be veering toward red burlap, 
though the decorated felt stockings were still 
good, and a variety chain expected to do a 
good job with a $1 retailer. In Fort Worth, 
where the western look is appreciated, a bur- 
lap boot outsold red felt stockings in one 
store. 

In the big GIFTWRAPPING category, buyers 
were aiming for assortments rather than 
single rolls, more foil paper and a wider and 
more expensive selection of tie-ons. A drug 
wholesaler was going into tie-ons for the first 
time, while a department store expected tie- 
ons at 45¢ each to continue to be good. A 
variety chain was cutting out more single 
rolls this year and increasing assortments. 


MIDWEST sy PHit UNGERER 


Big news bubbling through the Midwest 
se is the effect recent increases in the PRICE 

OF COPPER WIRE and IMPORTED REGULAR- 
SIZE C714 LAMPS from Japan will have on the 
marketplace come December. 

The 18-gauge wire has jumped from $9 a 
thousand feet to $15 a thousand, while C714 
lamps, which sold last year for $32 per thou- 
sand, are now going for $44 a thousand. 

Significantly, the old price for lamps in- 
cluded an excise tax which has since been 
eliminated. If the tax still applied, the new 
price would be closer to $48. 

The 35-LIGHT MINIATURES, most of which 
are imported, have not been affected to the 
extent that the domestic, 25-LIGHT REGULAR 
LAMP STRING has. The industry expects the 
MINIATURES to continue to sell well, but most 
wholesalers and retailers around the Mid- 
west are wondering how the consumer will 
react to price increases for the domestic sets. 

A 25-LIGHT STRING OF OUTDOOR LAMPS will 
more than likely be wholesaling for around 
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HOLLY-LITES*’ 


The finest values in Tree Light Sets 


OUTDOOR *« INDOOR 
MIDGET SETS 


New 
SELF-SELLING 
4-color-LITHO 

BOXES 


JULIUS KUPFER, INC. 


79-10 Albion Avenue Showroom 
Elmhurst, N.Y. 11373 200 Fifth Ave.— Rm. 850 
212-898-0700 


Visit the 
“WINTER”? WONDERLAND 
OF CHRISTMAS TREES AND 
DECORATIONS 


Showing the lines of the following Manufacturers and Importers: 


* ARTIFLOR MFG. CO. * MACE PLASTICS CORP. 
* HOLIDAY PRODUCTS * MYSTIC INDUSTRIES CORP. 
* R. O. KENT CORP. * NOVELTY WREATH CO. 

* SHEAR-PRINZ (Div. of James Cole Co.) 


H. M. WINTER & ASSOCIATES 
6248 N. Pulaski, Chicago, III. 60646 
Phones: 282-2727 Area Code 312 


FOR SALES-ACTIVATING IDEAS 
GET YOURSELF A SUBSCRIPTION 
TO TOYS & NOVELTIES 


THE INDUSTRY’S TOP AUTHORITY — 
TWICE EVERY MONTH FOR ONLY $2.00 


TOYS & NOVELTIES 
111 Fourth Ave. New York 10003 
SEND A | YR. SUB TO— 
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Every Dalyu “Tree! 


DALYN ships from INVENTORY, throughout the season 
with guarantee of 48 hour delivery* — up to December 


10th — to all accounts who place early opening orders. 


DALYN provides a program of IN STORE merchandising 


and sales guidance by an experienced staff who demon- 
strate HOW TO DISPLAY and SELL trees. 
*to most points. 


We are ready to show you how! 
-312/HU 3- aoe? 


DALYN... 


81st STREET 
01S 60620 — 


$3.35, up from $2.75 a year ago. Wholesalers 
figure this will mean Mr. and Mrs. Consumer 
will be paying around $4.85 or more for the 
string at retail and there is a certain amount 
of tension among buyers who are placing 
their major winter orders about now. 

Some are going more heavily for the 
MINIATURES, a trend which appears here to 
stay in any event. 

The SCOTCH PINE TREE looks like the big 
winner again this Christmas if advance or- 
dering means anything. Most retail buyers 
had big years with the Scotch last year and 
figure to increase their orders by around an 
average 10 to 12% this Christmas. The 
NATURAL GREEN appears to be the top variety 
among the Scotch. 

ALUMINUM TREES continue to slip as few 
buyers are placing more than token orders 
in order to widen their stocks to some ex- 
tent. 

ORNAMENTS from abroad will continue to 
get heavy play as quality increases and prices 
continue a slight downward trend. More and 
more buyers are stocking wider varieties as 
a reflection of increased consumer demand 
for more and fancier ornaments. 

The trend in GIFTWRAP appears to be con- 
tinuing to the sophisticated, non-Christmas 
look with the silvers, deep off-colors and 
boutique look still “in.” Some buyers are re- 
porting a trend to slightly larger giftwrap 
departments this season. 

Do-it-yourselfers also seem to be on the in- 
crease in this category and STYROFOAM is 
getting plenty of play from buyers who ex- 
pect to pick up an increase here. 

A general check across the Midwest re- 
veals that most buyers at retail are looking 
for the biggest Christmas season in history 
this year and are placing more and bigger 
orders earlier than at any previous period. 

But they do look with a certain amount of 
concern at that tree light situation, hoping 
there will not be a shortage which will catch 
them with screaming customers and empty 
shelves. 
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STOCK the SOCK 
that SELLS! 


F PLUSH STOCKINGS — In seven sizes in- 
cluding miniature. Customers report dollar 
volume up as much as 1200%. 


g FLANNEL STOCKINGS — Charming de- 


sign, generous cut, wider at top. 


SELF MERCHANDISING RACKS 


Complete line of floor and counter racks s VELVETEX STOCKINGS — Exclusive with 
geared to specific trade. Deals include properly Rennoc. 
Proportioned assortment of best sellers. Details 
in catalog. Send for full color catalog on complete: stock- 


ing line and associated items. 


RENNOC GAMES & TOYS MILLVILLE, NEW JERSEY 


PHONE 609-825-7720 


1966 MERRI-GRAFT 1966 


DECORATING PROGRAM 


NESBIT SUPPLIES IDEAS * MODELS - 
HOME DECORATOR FORMS « BASIC 
STYRO SHAPES « DECORATING SUPPLIES « 
RACK DEALS « OPEN STOCK - 

BEAUTIFUL SATIN TREE ORNAMENTS. 


COMPLETE YOUR CHRISTMAS CRAFT 
DEPARTMENT WITH OUR PROGRAM, 
ASSISTANCE, AND PRODUCTS. 

NEARLY 400 ITEMS TO CHOOSE FROM. 


ALL MATERIALS AVAILABLE 


NESBIT INDUSTRIES, INC. 


1609 N. WOLCOTT AVE. CHICAGO, ILL. 60622 
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What do garden shops do 


Simple, say three aggressive 
and decorations. This is how 
pump life—and profits—into 


@ A few years ago about half a 
dozen garden shops in the Chi- 
cago area decided, independently, 
to really jump into the Christmas 
tree and decoration business as a 
way of, as one put it, “making a 
bad time of year a good time of 
year.” 

Since that time, Chicago has 
become a center of the thriving 
artificial tree and accessory busi- 
ness during the last few months 
of the year. It has become such a 
big business that a large percent- 
age of national sales are gener- 
ated in the area, with the popula- 
tion buying more than its share of 
merchandise. 

The pioneers and those who 
came after have made Christmas 
trim-a-tree big business and have 
set an example much of the rest 
of the country would do well to 
follow. 

Examples of the merchandising 
might generated by these com- 
paratively small outlets show: 

e One Chicago retailer places 
orders for 100,000 light sets—and 
does not draw much business 
from outside his own retailing 
area. 

e A retailer who has been in 
the business only a few years 
easily sells more than 5,000 arti- 
ficial trees during the few weeks 
the business is hot. 

There is no magic formula for 
all of this, but there are some 
basic rules which each of these 
retailers follows. 

Three of the top retailers in 
Chicago are Imperial Gardens, 
Republic Lumber Co. and Fruit- 
land, Inc. Basically, the three op- 
erate much the same. 
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Chicago retailers, they sell Christmas trees 
Fruitland, Republic Lumber and Imperial Gardens 
the end-of-year portion of their operations 


In essence, the retailers who 
have made it big in the Christ- 
mas decoration business have a 
number of common denomina- 
tors: 

1—They are willing to gamble. 

2—They are willing to invest 
in broad inventories. 

3—They are willing to work a 
bit differently—and often harder 
—to make sure the profits are 
there and the inventory isn’t at 
the end of the season. 

A typical case is Ben Rosen- 
thal, president of Fruitland, Inc., 
of Melrose Park, Ill., a suburb 
west of Chicago. Rosenthal has 
been in the garden supply busi- 
nes for many years, has been 
deeply involved in Christmas dec- 
orations for the last half dozen 
years or so. 

Each Christmas his Yule busi- 
nes has grown about 10 to 15%, 
he says. Last Christmas, he mer- 
chandised about 15,000 artificial 
trees and countless thousands of 
dollars of every conceivable 
Christmas decoration item. 

“We used to close in the win- 
ter,” says Rosenthal, “because 
there wag no garden business, 
obviously. But as our regular 
business began to grow it became 
imperative that we keep people 
on our payroll all year around 
and that meant finding something 
that would take up the slack dur- 
ing the cold winter months. We 
found it in the Christmas decora- 
tion business.” 

Rosenthal’s store has about 
4,000 square feet, every inch of 
which is devoted to Christmas 
merchandise from the first of 
October to the 20th of January. 


Selling Christmas 


Fruitland has about 50 trees on 
display, all decorated, all grouped 
by category (Scotch pine, vinyl, 
aluminum and flock). 

“We clear out everything to 
make room for the Christmas 
stuff,” he says. “Believe me, we 
really fill this place. You’ve got 
to have a lot of nerve because 
we’ve found we do 75% of our 
Christmas business the last two 
weeks before Christmas. 

“That sounds pretty rough— 
and it is—but we are educating 
the public and setting them up for 
sales as far back as August. Late 
in the summer we put up a couple 
of trees while still in the midst 
of garden business. This alerts 
people that we will be featuring 
Chirstmas goods. 

“There is a great deal to be 
said for educating the public. 
They will buy what you have in 
stock if you merchandise it prop- 
erly and we always are attempt- 
ing to adjust our displays to cap- 
ture the customer’s interest.” 

Rosenthal displays about 50 
trees representing around 30 dif- 
ferent kinds. He gets around a 
30-35% markup on artificial trees, 
considerably higher for the trim 
accessories. 

The most popular model is the 
7-foot Scotch pine, which has 
captured a large share of the mar- 
ket during the last couple of sea- 
sons. Top popular price is around 
$20. 

“Tf you’re going into this busi- 
ness you have to go all the way,” 
says Rosenthal. “You can’t expect 
to clean up the first year, al- 
though it certainly is possible. 
What you have to do is build on 
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when cold winds blow? 


FRUITLAND HAS INCREASED ITS CHRISTMAS BUSINESS 10 TO 15% EACH YEAR AND SOLD 15,000 ARTIFICIAL TREES LAST YEAR. 


the long haul. Be willing to have 
the sort of merchandise which 
will bring people back year after 
year. 

“The most important factor in 
this business is to have the mer- 
chandise. You can’t cherry-pick 
this stuff, you’ve got to go in 
width and some depth. 

“You’ve got to establish the 
reputation of being the guy with 
the goods. That’s what draws the 
traffic.” 

Rosenthal starts bringing his 
merchandise in during July and 
August, begins to move the gar- 
den merchandise out during Sep- 
tember. 

“We sell a certain amount of 
live trees,” says Rosenthal, “but 
it is a much different proposition. 
With the live tree, you have to 
have someone go around with 
customers, show the trees, point 
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out this and that. It’s not that way 
with the artificial ones. They sell 
themselves and they also sell the 
trimmings. 

“And those trimmings are just 
that, trimmings on the profit box. 
You can’t sell decorations of any 
sort unless you display them on a 
tree and if you do display them 
on a tree you can sell exactly what 
you display. 

“We keep close tabs on what’s 
selling and keep our trees dec- 
orated accordingly. You have to 
stay on top of things every min- 
ute—but it’s worth it.” 

Fruitland continues in business 
with Yule trimmings until Janu- 
ary 20, with markdown sales. 

“The secret to doing well with 
this stuff,” says Rosenthal, “is be- 
ing willing to tie up the capital 
needed to have the proper inven- 
tory and then getting those trees 


“We clear out everything 
to make room for the 
Christmas stuff... You've 
got to have a lot of nerve.” 


ROSENTHAL 
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decorated. That’s really all there 
is.” 
George Ulander, merchandise 
manager for Republic Lumber on 
Chicago’s north side, has been 
deep in the Christmas business 
ever since the firm opened three 
years ago. 

“We have the same problem as 
do the garden stores in the win- 
ter,” says Ulander. “We have a 
big slump during the cold weather 


“We looked the situation 
over and saw that there was 

a big market in Christmas 
merchandise.” ULANDER 


.UMBER DOES 49 
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and we felt we’d have to have 
something to carry us over. We 
looked the situation over and saw 
that there was a big market in 
Christmas merchandise —if it 
was handled properly.” 

Republic has doubled its Christ- 
mas volume every year. Until 
now it has devoted 2,500 square 
feet to the business, plans in 1966 
to up that to 4,000 square feet 
with the addition of an extra 
building to the growing complex. 

Last year, Republic sold about 
1,500 artificial trees at 30-35% 
markup, plus plenty of acces- 
sories. 

Republic does 51% of its busi- 
nes before December 15, again 
emphasizing the importance of 
those last two weeks before 
Christmas. 

“We set up a couple of trees 
without decorations and without 
price tags around the first week 
of September just to let people 
know we are going to be in the 
business in a while. 

“We set up the complete dis- 
play around the first of October 
with around 20 trees, all decor- 
ated. That’s the most important 
thing in the world—to decorate 
those trees.” 


| f ma 
'% OF ITS BUSINESS DURING THE LAST TWO WEEKS BEFORE CHRISTMAS. 


Ulander spends about $250 to 
have a professional trim his win- 
dows; the tree trimming is left to 
the firm’s staff. 

The trees are changed every 
other day depending upon how 
the trimmings move. Says Ulan- 
der: 

“You have to keep on top of 
sales a couple times a day. You 
can’t afford to get behind because 
you will sell what you display 
and if things don’t start to move 
you have to get them on more 
trees. That’s the only way to sell 
merchandise of this sort.” 

Republic also finds the 7-foot 
Scotch pine is the top seller, with 
a $23.95 price tag attracting most 
buyers. The firm, however, does 
handle a variety of artificial trees, 
ranging from aluminum in four 
colors (blue-green was most pop- 
ular here last year), vinyl, and 
flock, as well as the Scotch pines. 

Republic advertises heavily, go- 
ing into daily newspapers a 
couple times a week, including 
Sunday and also using radio 
spots. 

“One of the real pluses I see 
from this business,” say Ulander, 
“is the fact that we attract a lot 
of new customers into our store 
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Imperial 
LGardens 


by going with the Christmas mer- 
chandise. We sell a wide variety 
of products, but a lot of people 
don’t get in and they do when 
they see we are going with the 
Christmas stuff. That means po- 
tential customers for our non- 
Christmas merchandise and we’ve 
seen a lot of that in the last couple 
of years.” 

Ulander feels the store has 
hardly dented the potential in 
Christmas selling. 

“We think there’s a real fu- 
ture in the business,” he said. 
“We plan to merchandise more 
heavily in the future and take ad- 
vantage of a really growing mar- 
ket. There’s no question that arti- 
ficial trees are being accepted 
around here and there is a big 
dollar to be made.” 

Imperial Gardens, on Chicago’s 
south side, was one of the early 
pioneers in putting Christmas 
merchandise on the map in the 
area. President Maurice Weiss 
has been merchandising Christ- 
mas for all it’s worth. 

“You got to be a gambler,” he 
says. “You’ve got to be willing to 
really stock up because people 
remember where the merchandise 
was the year before and they’ll 
come back if they think you will 
be one of the few places around 
with the goods.” 
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Weiss turns his 6,000-square- 
foot store into a complete Trim-a- 
Tree outlet every Christmas. He 
starts around Labor Day, gets 
into high swing by Halloween and 
retailed 5,000 artificial trees last 
Christmas. He expects to do bet- 
ter in 1966. ; 

Weiss believes that the person 
who wants into the Christmas 
decoration business has got to be 
willing to go big. To illustrate 
that he’s putting his money where 
his mouth is, Weiss showed an 
order he’s placed for 100,000 
lights sets. 

“We carry everything conceiy- 
able,” says Weiss. “We are abso- 
lutely a one-stop shopping center 
and that’s the way we want it.” 

Imperial Gardens gets one- 
third of its entire annual business 
from the Christmas selling—and 
it makes that one third in just 
two months. 

All of the 40-odd trees dis- 
played in the store are decorated 
by the firm’s employes and Weiss 
keeps close check on what’s mov- 
ing, changing the tree decora- 
tions to reflect where he observes 
the soft spots. 

“You can’t sell decorations un- 
less you display them,” he says. 
“T keep a sharp lookout on what’s 
selling and decorate the trees ac- 
cordingly.” 


re 


IMPERIAL GARDENS RECORDS ONE-THIRD OF ITS ANNUAL BUSINESS FROM CHRISTMAS SELLING. 


“You've got to be a 
gambler ...I keep a sharp 
lookout on what’s selling 


and decorate accordingly.’ 
WEISS 


Weiss believes in setting up 
every tree he can which will indi- 
cate the sort of selection he has 
on hand. “A tree in a box never 
will sell,” he says. “You’ve got to 
show the people.” 

Weiss believes the biggest in- 
gredient in getting into the 
Christmas trim business is just 
plain guts. “You’ve just got to 
take the chance—because you do 
the volume and the profit will be 
there.” a 
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Army & Air Force Exchange Service buyer Ruth Chandler works on require- 
ments forwarded to her from overseas exchanges. 


@ A full-line chain, headquar- 
tered in New York with 3,955 
retail outlets scattered around 
the globe, is servicing a market 
not often discussed in corporate 
planning sessions, but one that is 
huge, growing, heterogeneous and 
homogeneous at the same time. 

It may sound like jabber- 
wockey, but it all adds up to the 
Department of Defense which 
operates the Army & Air Force 
Exchange Service—a “business” 
intended exclusively for Army 
and Air Force personnel and 
their dependents, through the op- 
eration of post and base ex- 
changes. 

Perhaps it’s because of the 
nomadic life many servicemen 
lead, or because they spend so 
much time in foreign countries, 
or perhaps it’s just plain home- 
sickness, but GI’s have a very 
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special feeling for Christmas mer- 
chandise. 

Although Christmas goods ac- 
count for only about 2% of the 
total $1.25 billion retail business, 
the items carried and sold are 
of extreme importance to the 
morale of servicemen and their 
families at home and abroad. 

Ruth K. Chandler, buyer of 
Christmas decorations, giftwrap 
and related lines, explains that 
buying is divided into two distinct 
operations — domestic and over- 
seas. 

The “office buyer” in New York 
at A&AFES headquarters acts 
very much like a resident buyer 
fer a normal retail chain. All 
orders go through the New York 
office and all purchasing require- 
ments from abroad are handled 
by Miss Chandler. 

Stateside purchasing require- 


Selling Christmas 


ments are filled by representatives 
of four regional U.S. service 
centers. 

Miss Chandler has been with 
the exchange service since 1948 
when her territory was Guam. 
She has since served in Europe, 
Japan and Panama, and has been 
in her present post for the past 
21% years. 

The shifting around is part of 
the job, she says, so that a buyer 
can get to know the various terri- 
tories for which she will buy. 

Smart buying and selling is an 
absolute must because, although 
the exchange services the military 
and is operated by the Federal 
government, it is run with non- 
appropriated (self-generating) 
funds. It manages to turn a 6% 
annual profit, which is given to 
the Army and Air Force for vari- 
ous welfare programs. 

Each of the 19 overseas ex- 
changes forwards to Miss Chand- 
ler its requirements (never called 
orders), based on the require- 
ments of post and base exchanges 
within its territory. The require- 
ments indicate both dollar value 
and number of units it wishes to 
have purchased. 

These requirements start flow- 
ing into the office around the be- 
ginning of April, after Miss 
Chandler has shopped Toy Fair 
and various Christmas merchan- 
dise showrooms at the toy center. 

Each of the four regional sery- 
ice centers elects two buyers to 
come to New York and to make 
the rounds with Miss Chandler. 
While she studies her overseas 
sheets, they study sheets indicat- 
ing the requirements of each of 
their areas. 

All orders are placed with the 
primary source, usually the man- 
ufacturer. Shipments are made 
by the manufacturer directly to 
local military posts and bases. 
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for the military 


The exchange service’s policy 
is to always buy direct and to buy 
goods made in America when- 
ever possible. The first policy is 
a hard and fast rule, while the 
second is more flexible and im- 
ports are sometimes purchased. 

The exchange does not have a 
list of preferred or authorized 
suppliers. The buyer, Miss Chan- 
dler or one of the regional repre- 
sentatives, seeks highest quality 
merchandise, supplies, equipment 
and service at the lowest reason- 
able price for on-time delivery. 

“We shop for the best price we 
can get, but we buy quality at 
good prices rather than shop for 
price alone,” Miss Chandler points 
out. 

Exchange buyers concentrate 
on brand-name merchandise from 
the primary source and deal with 
some 56,000 manufacturers and 
suppliers overall. Each year more 
than 625,000 tons of merchandise 
are shipped to foreign countries. 
It is estimated that military per- 
sonnel spend an average of $52 
a month in exchanges all over 
the world. 

The service decides which 
brands to carry by determining 
consumer demand. In addition to 
merchandise unit control and 
stock analysis, consumer com- 
ments and suggestions are an- 
alyzed and preferences of the ad- 
visory committee (usually a 
cross-section of the exchange 
customer public) are evaluated. 

Exchange buyers exercise a 
marked preference for leading 
or national brands, but will not 
favor one brand to the exclusion 
of others. 

“Our customers want the most 
glamorous and beautiful mer- 
chandise offered,” Miss Chandler 
explains. “In addition, we have to 
order a wide variety of items be- 
cause no one wants the same 
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Facing a world-wide market and millions of potential 
customers, Ruth Chandler, buyer for the Army & Air Force 
Exchange, finds that variety and quality are what her 
people want in Christmas decorations and related lines 


Christmas trees and decorations 
as his neighbor.” Many posts have 
decorating contests, in fact, and a 
broad selection is absolutely vital. 

She explains that this can 
sometimes be a problem. While 
buyers from the regional service 
centers can shop with the likes 
and dislikes of their region firmly 
planted in their minds (i.e., the 
North and East customers prefer 
natural green Scotch pine trees, 
while the West and South are 
more receptive to white and col- 
ored trees), the overseas buyer 
has to constantly keep in mind 
that in Thule, Greenland, for in- 
stance, the personnel may be 
composed of men from all four 
areas. This, therefore, necessi- 
tates being cognizant of the pref- 
erences of all four areas. 

Orders are placed by the end 
of April—earlier in some cases. 
Because of the tremendous dis- 
tances some of the merchandise 
will travel, shipping must be com- 
pleted by August 1. Most manu- 
facturers, she says, have been 
extremely cooperative in rushing 
out these orders for the military. 

During the weeks before Christ- 
mas, the exchange service’s head- 
quarters is abuzz with activity. 
Hundreds of tons of Christmas 
trees, decorations and other lines 
are shipped all over the world by 
ship, truck, plane, helicopter and 
even dog sled and muleback for 
inaccessible areas. 

Because of the “four-corners- 
of-the world” shipping problem, 


packaging is also an important 
point in the buyers’ minds. 

Nothing is bought in bulk pack- 
aging for three primary reasons. 
First, shipping rates are very 
high for bulk cargo; second, the 
exchange service has access to 
only limited warehousing facili- 
ties overseas and therefore tries 
to keep shipments neat and small; 
and third, military personnel pre- 
fer merchandise that can be easily 
shipped back home, in the case 
of gifts, or merchandise that can 
be easily re-packed in the event 
they are assigned to another base 
and must pack everything they 
own and move, lock, stock and 
delicate tree ornaments. 

Most of the retail stores are 
self-service, too, another reason 
for attractive, individual pack- 
aging. 

In December Miss Chandler 
starts preparing three catalogs 
for distribution in February to 
all outlets in the States and 
abroad, detailing trends, impor- 
tant price lines and categories 
being offered in Christmas decora- 
tions, giftwrap and juvenile 
books as aids to buyers. 

Efficiency of the exchange buy- 
ing service is insured by central- 
ized fiscal and policy control, 
centralized operational control of 
select support functions, such as. 
accounting, pay roll, etc., and 
decentralized operational control 
of selling activities. 


continued on page 52 
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LET’S GET ORGANIZED 


Plan your Trim-A-Tree shop carefully and efficiently, 
urges Richard Weiss, partner in O’Neill, Weiss and Santa Claus 


= The secret to effective mer- 
chandising of Christmas decora- 
tions is nothing more or less than 
organization, according to one of 
the nation’s top authorities in 
Yule trimmings. 

Richard Weiss, partner in 
O’Neill, Weiss, and Santa Claus 
in Chicago, may look young, but 
he can point to a long tenure in 
the industry and those years, he 
says, convince him that most re- 
tailers just do not know how to 
merchandise Christmas decora- 
tions. 

“There is,” he says, “wasted 
motion, ineffectual display, and a 
general inability to react to mar- 
ket conditions. The Christmas 
selling season is a relatively short 
one and it would certainly seem 
sensible to make every minute 
count. In too many cases, how- 
ever, the merchants just don’t go 
about it in the correct manner. 

“When I say correct, I mean 
two things. First, I mean they 
just do not utilize those artificial 
trees and decorations to ring up 
plenty of sales on the cash regis- 
ter. They have the means right 
in front of them to increase their 
sales maybe twenty or thirty per 
cent right off the bat, but they 
don’t take advantage of those 
things. 

“Second, I mean if they do util- 
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“There is wasted motion, 
ineffectual display, and a 
general inability to react 

to market conditions.” 


ize the means at hand, seldom if 
ever do they employ them mean- 
ingfully. There are ways to han- 
dle the merchandise so that a 
merchant can react quickly to 
sales trends with little or no effort 
and time being expended. Too 
often, they just use the trees and 
decorations without any attempt 
at relating the display to what 
they are trying to sell.” 

Weiss expanded on both points 
in detail. Here’s what he rec- 
ommended : 

Any shop which does not util- 
ize fully the merchandise on hand 
to sell that merchandise is miss- 
ing a bet. To sell any artificial 
tree, there must be plenty of 
decorated trees surrounding the 
stacked merchandise. They must 
be decorated, but further, Weiss 
recommends and strongly advises 


“There are ways to handle 
the merchandise so that a 
merchant can react quickly 
to sales trends.” 


Selling Christmas 


that the retailer decorate the tree 
in what he calls a “convertible 
decorating pattern.” 

“Tf the retailer will follow a 
few simple suggestions,” says 
Weiss, “he will get more sales 
without question—and more than 
likely be pleasantly surprised at 
just how much his gross will in- 
crease.” 

As an example, Weiss pointed 
to an Indiana department store 
that saw its Christmas tree and 
decoration business jump 300% 
from 1964 to 1965 solely on the 
strength of a proper decorating 
program. 

The most important point to 
remember in decorating a tree is 
to consider the color scheme, ac- 
cording to Weiss. “Select compli- 
mentary colors, colors that seem 
to go well together and make each 
tree a statement,” says Weiss. He 
mentioned blue-green and red- 
gold combinations as possibilities. 

Once the color scheme has been 
decided, the next step is to hang 
the garland on the tree. 

Two points to remember: 

1. The garland should be hung 
in exaggerated swoops, with four 
peaks on the top row, six on the 
middle row, and 10 on the bottom. 

2. The garland should be cut so 
that there is no connecting piece 
from one row to the next. Each 
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Of 


The garland should be hung in exaggerated swoops cut so there is no con- 
necting piece from one row to another. Tall ornaments should be used at the 


peaks, squatter ones in the valleys. 


of the three rows should be an 
entity in itself. This makes for a 
trimmer, you should pardon the 
expression, tree. 

At each peak formed by the 
garland, long, slender ornaments 
should be hung, preferably all 
alike. At each valley, squatter 
ornaments should be placed, 
again, preferably, all alike. 

“This is where the convertible 
decorating pattern concept comes 
in,” says Weiss. “If a tree is 
trimmed any old way, it is a time- 
consuming chore to retrim the 
tree during the season in order to 
change the decor or hang items 
that are not selling in order to 
attract buyers. 

“By sticking to the long-slender, 
squat ornament approach, the re- 
tailer can quickly replace orna- 
ments with ones similar in shape 
but different in style or color. 

“This means the retailer can 
change his decorated trees a num- 
ber of times during the short 
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Christmas rush in order to ensure 
that slower moving merchandise 
is given a showplace —a show- 
place that is guaranteed to in- 
crease sales.” 

As for lighting, Weiss recom- 
mends at least four strands of 
35-bulb strings to a 7-foot tree. 

Weiss, who makes his home 
and living primarily in the Mid- 
west, thinks the central U. S. is 


“The rest of the country is 
far behind and it would 
behoove them to emulate what 
is happening in the Midwest.” 


the spawning ground for most 
Christmas merchandise. 

“In other product areas,’ he 
says, “Los Angeles or the East 
Coast set the pace, but that’s not 
true in Christmas decorations and 
trees. The states of Illinois, Indi- 
ana, and Wisconsin account for 
about 5.6% of national sales in 
the vast majority of consumer 
goods, but artificial tree sales in 
this area account for about 20% 
of the national market. 

“Too, there are many more out- 
lets here which go heavily for 
Christmas decorations and trees 
than in other parts of the country. 
It seems that many retailers here 
are more progressive and aggres- 
sive in merchandising Christmas 
merchandise than elsewhere. They 
have turned such business into 
a lucrative vocation or sideline 
which the rest of the country does 
not do, by and large. 

“Most of these merchants do 
merchandise Christmas goods ef- 
fectively and their sales prove it. 
The rest of the country is far be- 
hind and it would behoove them 
to emulate what is happening in 
the Midwest.” 7 
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“The best,” we said. “Nothing less for NOMA.” 


We set our sights on the finest illuminated ornaments in 
the world. We searched high and low. We found them in Italy. 
Shimmering ... jewel-like. No two items alike. Beautiful. They were so 
special we had to give them a special name. NOMA REGENCY LITES. 


The standard lite set comes with a special fused safety plug that eliminates the danger 
of overload. It also reduces fire hazard when used with natural trees. The strings are 
equipped with safety sockets and flexible green twisted wire to make decorating easier. 
We felt the Regency line was so outstanding... that we created a bright new package 
just to match the product. Every new box has a full color photograph of Noma Lites 
exactly as they would look on the tree. 


NOMA REGENCY LITES are for the growing market of sophisticated, affluent customers = +.. yoma 
who demand illuminated ornaments that are obviously superior. This year, you'll be ready patented 
for them with the best — NOMA REGENCY LITES. safety plug. 


NOMA 


NOMA LITES CORPORATION + Showrooms—200 Fifth Avenue 


Room 611 * New York, N.Y. 10010 
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A semi-annual roundup of the 
latest offerings in Christmas 
decorations and related lines 


Jewel Brite Tear Drop is 5%” long, 
featuring a silver plated 314” diameter 
spiral fringe that does not peel or 
chip. Made of plastic, the ornament 
is available in red, green and blue. 
Made by Decor Novelties, Inc., 200 
Fifth Ave., New York. 


——* 


Glittering Sparkl-Tex Icicle Fringe-Trim is a 6” x 90” row of 
6" icicles die-cut in random lengths and joined in one piece for 
decorating mantles, tables, windows, centerpieces. Fireproofed, 
the item is prepriced at 59¢. Archibald Sales Div., Union 
Wadding Co., 200 Fifth Ave., New York. 


Versatile and flameproof, Ra- 
fabric Holiday Mat comes 
in 14 colors, both frosted 
and plain. Mat is used as 
Christmas tree base cover 
and in various decorations. 
From Eaton Bros., 200 Fifth 
Ave., New York. 


Multi-colored vinyl coatings 
are featured on Starlite stain- 
less metal trees: As many as 
four colors are on one tree. 
Simulating the balsam pine, 
branches are graduated, 
spaced for easy placing of 
ornaments. Revlis Co., 2417 
W. 123rd St., Blue Island, Ill. 
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Flittered Bell Set has 
two-inch bells with 
unusual filigree pat- 
tern, sprinkled with 
silver flitter. With red, 
blue, amber, green, 
pink or clear bulbs. 
Radiant Glass Fibers 
Co., Inc., 11 W. 29th 
St., New York. 


Santa’s Spray is an aerosol 
spray paint that is compati- 
ble with Styrofoam. Available 
in red, green, silver, white, 


PL FoR use ow sro 


a ep UTHER PLASTICS. gold and black. Nine-oz. can, 
js RED 1 89¢. Plasti-Kote, Inc., Me- 
uf dina, Ohio. 


POANGER EXTREMELY FLAMUAE 
SEE From HEAT OR FLAME 
f 


Royal Scotch Pine metal tree has green 
heavy gauge PVC needles. Color coded, 
graduated branches are flameproof. 
Has tripod stand. Famous Keystone 
Corp., 1344 W. 37 St., Chicago. 


Frosty white money tree glitters with 
bright metallic gold finish coins that 
never tarnish. Ornamental minia- 
tures are 1012”, 13”. From Arthur 
W. Hahn Co., Inc., 199 Lafayette 
St., New York City. 


Santa Claus Door Decoration is 
48” high, 18” wide. Of sculptured 
weatherproof plastic, item is vivid- 
ly decorated in bright, traditional 
Christmas colors. Poloron Prod- 
ucts, Inc., 165 Huguenot St., New 
Rochelle, N.Y. 
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Tinsel garlands are made 
of metalized vinyl of extra 
fine cut. Tarnishproof and 
crush-resistant, item is 
available in all sizes, 
colors. Art-Rite Products 
Co., Inc., 3630 S. Iron 
St., Chicago. 


ATARNISHPROOF 


TINSEL GARLANDS 


VINYL 


Tree Skirts slit to the center to wrap 
around tree base are available in glisten- 
ing Sparkl-Tex, snow-white Glaze-Tex and 
four designs of patterned Decor-Tex. Fire- 
proofed, skirts are packaged in five sizes 
for rack display. From Union Wadding, 200 
Fifth Ave., New York. 


ae Ar-H 


Pull-out holiday mat- 
ches are decorated 
with whimsical Santa 
Claus figure. Retail 
price of the 3% inch 
box is 29 cents. No. 
6510. Available from 
Holt-Howard _—_Associ- 
ates, Inc., 639 Canal 
St., Stamford, Conn. 


Musical Medley of ornaments is collection of 
V3 various musical instruments made of gold 
metallic foil. Available plain or covered in felt 
and decorated with sequins and simulated 
jewels. Shiny Brite, Max Eckardt & Sons, 1107 
Broadway, New York. 


Midget light set features ‘“‘Icy,” 
a red-nosed plastic icicle figure. 
Christmas lights are a George 
Fusek design. Suggested retail 
price of a boxed set is $4.95. 
Lights are manufactured by Christ- 
mas Decorations Enterprises, P.O. 
Box 74884, Los Angeles. 
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Holiday decorated foam 
bells are 10” and 15”, 
snow flocked and rough 
textured. Various deco- 
rated bells and bell clus- 
ters from $1 to $5.98. 
Also plain bells for do-it- 
yourself decorating. Star 
Band Co., Inc., 200 Fifth 
Ave., New York, 
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Super Styrofoam & Trims Christmas Center #3600 includes 
Basic Starter, Finished Decorations, Panorama Window, and 
New Ideas assortments. Retail value of merchandiser is 
$580.40. Available from Craft House, International Assemblix 
Corp., 328 N. Westwood Ave., Toledo. 


Icicle Lite Set contains 20 lights with assorted color, 
push-in type miniature replacement lamps, clear re- 
flectors and green wiring. Features add-on-plug for 
additional sets. Catalog No. 3320. Product is avail- 
able from World Wide Enterprises, Inc., 1468 Mer- 
chandise Mart, Chicago. 


ponerenT tence 


Flame-Glo Pixies decoration is 
cluster of pixie heads mounted 
on multi-colored balls on gradu- 
ated ribbons. In all sizes and three 
sets of colors for door or wall 
decorating. Star Band Co., Inc., 
200 Fifth Ave., New York. 


Lighted Ice Display is a compact, countertop 
unit that holds 48 bulbs, individually priced, 
in breakapart strips of four. Suggested retail 
price, $13.92. Lamp Division, General Electric 
Co., Nela Park, Cleveland. 
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Revolving Musical Nativity 
Scene contains 16 hand 
painted figures protected 
by clear plastic dome with 
star. Swiss instrument plays 
“Silent Night’ as scene 
revolves on metal base. 
Item is 834” high, 714” 
diameter. No. 330. The 
Ohio Art Co., East High St., 
Bryan, Ohio. 
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Imperial Frostlite tree stands 7” high, 
consisting of 81 white flocked branches. 
Made of aluminum, tree is fire retardant. 
Comes with stand. Flocking Specialties, 
Inc., 2117 N. Wayne Ave., Chicago. 


Honeycomb novelty Christmas package decorations are stretch- 
able, fit packages of all sizes. Seven different designs are 
available, all in bright holiday colors. Each priced at 29¢. From 
Norcross, Inc., 244 Madison Ave., New York. 


SIGN GARLAND FO TREES/MANTELS/WINDOWs/DOORWAYS # x EP 


MER 


Co., 200 Fifth Ave., New York. 


Scotch Pine tree of flameproof PVC material features swept 
down branches to resemble natural forest tree. Comes with 
“new growth” light green tips and pine cones. Metal tree stand 
included. Tree is manufactured by Carey McFall Co., 200 Fifth 
Ave., New York. 
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RRY & CHRISTMAS 


Merry Christmas sign garland is made of individually molded, expanded 
foam block letters on a nylon string. Greeting garland may be used to hang 
on tree, doorway, windows or mirrors. Measures 25”. Paper Novelty Mfg. 
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Custom Scotch Pine Tree stands 7% ft. 
high, is 52” wide. Tree features 12 
gauge wire construction, fully tapered 
ends, five-year guarantee. Ten-ft. model 
also available. Dalyn Co., Division of 
Gordon Sales Management Corp., 601 
W. 81st St., Chicago. 


Midget light sets have all replaceable, push-in bulbs. S-440 BL, pictured 
on left, has 40 4-way blinking lights with retail price of $4.50. S-20S 
set on right features 20 midget icicle lights, retailing at $3.50. Replace- 
ment packages of bulbs for both sets are available. Lights and replace- 
ments from Julius Kupfer, Inc., 79-10 Albion Ave., Elmhurst 73, L.I., N.Y. 


Snow-Glow aluminum foil fringe 
tree stands 181%” high, is brushed 
with frosty glitter snow. Comes in 
green, blue, gold or silver. $1.49. 
Available from Craft House, Inter- 
national Assemblix Corp., 328 N. 
Westwood Ave., Toledo. 


Package decorations, gift tags and extras for 
miniature packages are gold embossed. Also 
included are package corners. Items are ap- 
plied by peeling paper from adhesive backing. 
Five sets retail for $1. Norcross, Inc., 244 
Madison Ave., New York. 
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Illuminated 14” Angel and companion 14” Carol 
Singers Group are made of unbreakable, high- 
impact molded plastic. Brightly colored, each 
item has suggested retail of $2.45. Hamilton- 
Skotch Corp., 295 Fifth Ave., New York. 


Three Dimensional candle designed in 
red, green and black is illuminated, 
made of high-impact molded plastic. 
Measuring 45”, unbreakable candle 
is priced at $4.25. Hamilton-Skotch 
Corp., 295 Fifth Ave., New York. 


Gold Fantasy Panorama Box on left is sprayed 
bright red, with red satin balls for feet. Piece is 
decorated with gold glass balls, gold braid, seals, 
and ribbon. Deer centerpiece candle is decorated 
with red ribbons, holly and prancer deer. Nesbit 
Industries, Inc., 1609 N. Wolcott Ave., Chicago. 
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Santa Claus figure stands 33” high, is 
fully illuminated. Model No. 321, item 
weighs eight Ibs. Another model, No. 
320, is identical Santa figure except is 
53” tall, 15 Ibs. Available from Noma 
Lites, Inc., 200 Fifth Ave., New York. 


Christmas Star is 15” long, 12” wide. Item is 
colored blue, with details in gold. Bulb and ULL. 
approved cord are included. Model No. 2803. 
Decoration is made by Union Products, Inc., 200 
Fifth Ave., New York. 
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ARMED FORCES BUYING 


continued from page 41 


Service departmental control is 
exercised by the Board of Direc- 
tors, Army and Air Force Ex- 
change and Motion Picture 
Services, which provides policy 
guidance. The board is composed 
of three general officers from each 
of the services, representing 
personnel, comptroller and logis- 
tics staff functions. 

The board’s domain includes 
some 31,000 foreign nationals at 
overseas installations and some 
42,000 U.S. citizens at home and 
abroad. 

Indications are for a_ better 


season this year than last for 
Christmas decorations, although 
it is almost impossible to predict 
what items will do well in specific 
areas due to continuing troop 
movements. It is likewise impos- 
sible to set accurate sales figures 
in terms of volume or percent on 
exchange-by-exchange basis. 

Less money may be spent for 
Christmas decorations on a par- 
ticular post, but the per capita 
sales for personnel on that post 
could be much greater. No other 
retail chain has to worry about 
such a constantly fluctuating pool 
of consumers. 

For these reasons, it is possible 
to discuss only general conditions 


THE HEART FUND 


NEEDS YOUR SUPPORT! 
PLEASE GIVE 


in the market, rather than a spe- 
cific, base-by-base volume and 
sales breakdown. 

Miss Chandler sees natural 
Scotch pine trees as being in 
great favor this year, either vinyl 
or aluminum. Twinkling and min- 
iature light strings, she says, have 
gained greatly in importance and 
she expects they will be strong 
again this year. 

All her customers are the same 
—they are all either servicemen 
or dependents. But they are all 
different, too, because they come 
from all over the United States 
and they are stationed all over 
the world. 

The world market remains on 
a fairly even keel, although local 
markets may change as troops are 
moved. A natural result of the 
expanding draft for the armed 
forces points toward even greater 
sales in the years ahead. 

But the exchange service is not 
seeking greater sales and greater 
profits alone. In the words of 
Brigadier General Clarence J. 
Galligan, who runs the exchange 
service, “The most important 
thing we sell is morale.” a 


The most complete line 
of CHRISTMAS STOCKINGS 


LUXURIOUS PLUSH 

ALL TYPES OF FLANNELS 
NETTING & POLYETHYLENE ° 
UNIQUE HOLIDAY 
CONTAINERS 


MEMBER, TOY MANUFACTURERS, U.S.A. 


PLUS 


CHRISTMAS DISPLAY CANES 
MOLDED SANTA BOOTS 
STOCKING FILLERS 


CHRISTMAS TOPPERS 
(For Stockings or Bags) 


THOMPSON PACKAGING NOVELTIES, Inc. 


Division of James Thompson & Co., Inc. 


112 Prince St., New York, N.Y. 10012 © 212/WO 6-1860 
671 N. Sangamon St., Chicago, Ill. 60622 © 312/CA 6-0244 
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CHRISTMAS DECORATIONS NEWS 


Report Serious Supply Shortages 
In Christmas Decorations Field 


NEW YORK—A serious short supply situation may be developing in the Christmas decorations field this 
year. Extreme shortages of essential raw materials, particularly copper, which are being channeled into fill- 
ing war needs in Viet Nam are at the root of the situation, according to informed industry spokesmen. Many 


World. Wide Displayer 


A new point-of-purchase display, 
created by World-Wide Enterprises, 
Inc., Chicago, is now available to re- 
tailers. The multi-colored, permanent 
counter displayer stands 30” high and 
36” wide and has been designed for 
use with gondolas. 


Eckardt Planning 
Big Ad Campaign 


New YorkK—Max Eckardt & Sons, 
here, will launch the first full-scale 
national advertising campaign in the 
history of the Christmas decorations 
industry during the 1966 pre-Christmas 
season, according to a company spokes- 
man. 

“In keeping with our fashion-co- 
ordinated offerings for 1966, we have 
planned holiday season placements in 
eight outstanding women’s magazines 
with a combined circulation of over 
90 million,” said Elliott Goldwag, Eck- 
ardt president. 

Full-color ads will appear in the 
December issues of American Home, 
Better Homes and Gardens, Good 
Housekeeping, House Beautiful, Ladies’ 
Home Journal, McCall's, Redbook and 
True Story. 

Last Christmas, Eckardt tested the 
advertising campaign in major con- 
sumer outlets in Columbus and Indian- 
apolis. Results “were tremendous,” 
Goldwag said. 
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decorations buyers are hurrying to get their orders in early. 
“Copper is very scarce,” Thomas Congalton, sales manager for Noma Lites, 


Inc., told Toys & NOVELTIES, * 
iucting imports. What’s more, there is 
no replacement for the copper wire 
necessary in light fixtures.” 

Kurt Shindler, partner in Dudwick- 
Shindler Associates, Inc., manufacturers 
representative, said aluminum costs have 
also risen and lead icicles are in short 
supply, as well. 

Replacement lamps are also in smaller 
quantity than the demand requires, Con- 
galton said—and not only because of a 
materials shortage. “In the U. S., these 
lamps are chiefly made by GE and 
Westinghouse which don’t have the pro- 
duction capacities to handle the full do- 
mestic demand. Neither do the foreign 
producers in Hong Kong and Japan. 
Both midget and standard cone lamps 
are in short supply,” he said. 

Congalton also mentioned an im- 
minent shortage in Scotch pine trees, 
due to insufficient production capacities 
to meet demands. The reason, he ex- 
plained, is that trees are a fad market, 


‘and consequently i is going up in price. It’s even 


and, since equipment to produce Scotch 
pine trees is expensive, many manu- 
facturers are reluctant to invest in a 
line that may fade in a year or two. 

Chief result of the materials shortage 
will be increased expenses, which will 
lead to hiked prices. Meanwhile, the 
trend is to earlier buying. 

“A lot of large customers got burned 
last year, because they bought too late 
from small companies which couldn’t 
deliver. So this year’s trend is definitely 
to buy as early as possible,” Congalton 
said. 

Alvin Halperin, vice president of 
Bradford Novelty Co. said that although 
copper is in short supply, it is definitely 
available. However, due to pinched 
quantities, the cost of copper has gone 
up and might continue to rise. 

“As a result,” Halperin said, “prices 
on affected items will have to rise, too.” 

(Continued on page 54) 


Cleo Wrap Adds Data Processor 


A Univac computer has been installed at the main office of Cleo Wrap Corp., 


Memphis. Charles L. Wurtzburger, 


company president, 


said the electronic 


data processing system was implemented to provide improved customer service. 


“‘It will greatly speed up order processing,” he said, and ‘ 


also will help us to 


begin manufacture of fast-selling items more speedily, as it will spot sales 


trends immediately.” 
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Decorations Industry 
Fears Raw Materials 
Shortage This Season 


(Continued from page 53) 


Shindler agreed that market prices 
will have to be increased to help off-set 
the added expenditures, “but price hikes 
can not fully counterbalance the aug- 
mented materials costs. It’s a sick in- 
dustry,” he said. 

What are some of the measures that 
have been taken to ameliorate the situa- 
tion? 

“We have issued a statement to all of 
our salesmen that there may be short- 
ages, and the buyers should be so noti- 
fied and order early,” Shindler said. 

Business has grown tremendously 
over the last year, he added, “but, to 
meet the demand, we’ve had to do 
plenty of early planning.” 

Business is definitely increasing, Con- 
galton said. “There is a larger consumer 
market for Christmas decorations, and 
more money available to buy them. But, 
so far, Christmas light manufacturers 
have been relatively lackadaisical about 
promotions. 

“The Japanese could produce more 
and better items than they are currently 
making with the proper inducement, but 
there’s a top price U.S. manufacturers 
will pay for foreign items. I doubt that 
anybody would be willing to take an 
import if the price differential between 
it and a domestic item were wiped out. 
It’s a psychological factor,” Congalton 
added. 

Early ordering of materials helped 
manufacturers. Noma went to Italy and 
Japan in November, 1965, and bought 
up enough copper rods to “more than 
double 1965 sales.” They went back in 
January of this year for more, and now 
“can triple the previous sales volume,” 
Congalton said. 

Halperin said Bradford Novelty this 
year bought replacement lamps and 
materials early to cover stock depleted 
last year, as well as this season’s needs. 

Max Eckardt & Sons also cited early 
ordering as their salvation in the short- 
ages problem. 

“Our phase of the light business is 
all import,” said Elliot Goldwag, presi- 
dent, “and we have no problems. We 
have a good inventory, because we 
placed our orders early last year. 

“Those who came into the market 
late, or have to wait on order indica- 
tions, are the ones really feeling the 
squeeze,” he explained. 
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Ben-Mont Catalog Off Press 


First thing off its new press was Ben-Mont's Giftwrap Catalog. The catalog was 
the initial run on a new four-color Harris Offset Press recently installed by the 
Polygraphic Co. of America. Inspecting the press sheets are (I-r): Alma Paquin, 
Ben-Mont art director; Eileen Harrington, of the Ben-Mont advertising depart- 
ment; William H. Garrison, Polygraphic president; Mrs. Carrie W. Garrison, 
Polygraphic corporate secretary and James Davis, Polygraphic litho superin- 


tendent. 


Christmas Show 
For Dallas, July 3-8 


Datitas—A “gifty” July Christmas 
and Housewares Show is planned July 
3-8 at Dallas Market Center. Buyers 
from 26 states will be shopping for 
gift items and Christmas decorations. 

A feature of the show will be three 
“product profit trees” on display in 
the trade mart courtyard. On them 
will be hung gifts in various price 
categories, including $1, $5, and $10 
gifts, candles, flowers, fruits and vege- 
tables and animals supplied by the 
exhibitors. 

There will be 44 permanent show- 
rooms showing 131 Christmas decora- 
tion lines at the trade mart. Other 
lines will be shown at Market Hall. 

Last year’s show was up 12% in 
attendance from the year before. 


New Showroom Opens 


Cuicaco—H. M. Winter & Associ- 
ates, manufacturers’ representative head- 
quartered here, has recently opened a 
new Christmas decorations and Trim- 
A-Tree showroom at 6248 North Pu- 
laski. 

The 15-year-old company, headed by 
H. M. Winter, covers Illinois, Indiana 
and Wisconsin for nationally-known 
Christmas tree manufacturers and Trim- 
A-Tree manufacturers and importers. 


Carey-McFall Making 
Flameproof Artificials 


PHILADELPHIA—A new group of arti- 
ficial Christmas trees with flameproof 
needles and branches hard to distin- 
guish from natural Scotch pine and 
Scotch spruce has been developed by 
Carey-McFall Co., here. 

Designated as the “Woods-Sprite” 
line, the trees have needles of poly- 
vinyl chloride, and the branches, prac- 
tically hidden by the densely-tufted 
needles, are of green, twisted steel wire. 

In deluxe models, the dark green of 
the needles is shaded to the lighter 
green of new growth toward the branch 
tips, adding to the natural appearance. 
Easy to attach artificial pine cones are 
also available with deluxe models, ac- 
cording to the company. 

The “Woods-Sprite” line comes in 
heights varying from table size to 10 
feet. Suggested retail prices range be- 
tween $8.95-$39.95, 


John Gowan Named 


DatLas—John Gowan has been 
named assistant vice president in charge 
of purchasing for Southwestern Drug 
Corp., here. 

He was formerly in charge of pur- 
chasing for the Dallas division. In his 
new position, he will buy Christmas 
decorations for the 11 divisions. 
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Tree illustrated available in 
white only, sizes 2, 3 and 4 feet 
tall. Other sizes—6 and 7 feet 
tall, in lime, orchid, green & 
white, all white, ice blue and 
gold. All trees are fire retarded. 
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imperiaL Frostlite 
FLOCKED ALUMINUM TREES 


She Quality Line at 


2117 NORTH WAYNE AVE. 


Competiti ve Prices 


Compact Packing gives more 


stock in less space 


Before you buy .. . make your own 
comparison! Compare for beauty, 
shape, fullness, eye-appeal . . . 
and price. Then you know that 
FROSTLITE gives your customer 
more value for his money. That 
makes it easier to sell and gives 
you a better profit. 


OCKING SPECIALTIES, INC. 


CHICAGO, ILL. 60614 
TELEPHONE: 472-5575 


For those who want the 
finest New Multi-Color 


STARLITE Vinyl Coated 
Stainless Metal Trees 


by REVLIS 
All New for “66” 


© Snowkist white 


© Rainbow 


© Peacock 
Trees Made Better Sell Better 


Twisted and curled for that 3D effect. Custom 
double wound—double needles. Two trees in one. 


Originators-Creators-Designers 


REVLIS COMPANY 


2417 W. 123rd St., Blue Island, Ill. 60406 
Phone 312-298-2332 


CHRISTMAS 
TREE STANDS 
nt AEB 210. 


new REVOLVING STAND 
FOR ARTIFICIAL TREES 


plays Silent Night. 


BIG TREES NO PROBLEM 


will hold any tree up to 
4%” in diameter. 


FIFTH AVE. BLDG. ROOM 1453 
Hamilton Monroe Mfg. Co. 
NORTH CHICAGO, ILLINOIS 
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No. 66-M with heavy (22GA) base, this 14-inch 
diameter stand provides extra stability for all 
artificial trees. The revolving cup (with spike) 
will accept any trunk up to 2-inches in diam- 
eter. Quality “long play’ Swiss music box 


gold trim. 
le extra stability 


CHRISTMAS DECORATIONS NEWS 


Lear Siegler Acquiring 
Assets of Save Electric 


ToLEDO, Onlo—An agreement has 
been made for Lear Siegler, Inc., Santa 
Monica, Calif., to acquire all assets of 
Save Electric Corp., here. 

Save Electric, manufacturer of light 
bulbs and specialized lighting products, 
is the parent company of Penetray 
Corp., Save Electric’s consumer mar- 
keting arm. The firm will continue to 
operate under its own management. 

The transaction, based on a pooling 
of interests, will involve an undisclosed 
amount of LSI preferred and common 
stock, and is subject to a favorable tax 
ruling, according to John G. Brooks, 
LSI president and board chairman. 


Full-Time Christmas 
Data Center to Open 


NEw Yorx—Opening of a new per- 
manent, year-round Christmas Informa- 
tion Center has been announced by 
Elliott Goldwag, president of Max 
Eckardt & Sons, here. 

The center, located at 101 Park Ave., 
will offer information and research 
facilities on history, customs, decora- 
tions and marketing trends of Christ- 
mas for the public, the press, the busi- 
ness community and the retailer. 

Looking ahead, Goldwag sees the 
center embarking on independent re- 
search projects which may provide im- 
portant source material for the Christ- 
mas decorations industry. 


Sears, Roebuck Lauds CPS 
For Outstanding Performance 


CuicaGo — Employees and manage- 
ment of CPS Industries, Inc., here, 
manufacturer of giftwrappings and 
ribbons, have been honored by Sears, 
Roebuck and Co. for “outstanding per- 
formance in manufacturing superior 
quality products for Sears during the 
past year.” 

Sol Weiner, CPS board chairman, 
accepted a Sears “Symbol of Excel- 
lence” plaque from N. F. Bradley, 
Sears national giftwrapping, greeting 
card and stationery buyer, at a special 
luncheon held at Maxim’s Restaurant, 
here. 


Jenkins Named as Buyer 


DatLas—Donald Jenkins, formerly 
a small appliance buyer, has been ap- 
pointed by Sanger-Harris stores as 
Christmas decoration and gift house- 
wares buyer. 
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Tod Riddell Associates has been ap- 
pointed for Philipp Sales’ indoor-out- 
door trees and centerpieces and for 
Alexis Ornaments of Mexico’s hand- 
decorated, nonbreakable tree ornaments. 
Territory: Texas, Oklahoma, Louisiana, 
Arkansas and Mississippi. 


Sally Beasley Associates was picked 
to represent Colonial Commodities’ 
della robbia miniature Christmas cen- 
terpieces in Texas, Oklahoma, Arkansas 
and Louisiana. 


John E. Reece has been named south- 
western rep for Wallace Co, Christmas 
novelties. 


Walter Davis Associates has been se- 
lected by James N. Cheney Co., to 
represent its Christmas tree ornaments. 


NADI Christmas Show Set 
For June 26-29 at Chicago 


Cuicaco—The National Association 
of Display Industries will hold its 
Christmas show June 26-29 in the 
Edgewater Beach Hotel, here. 

The theme of this year’s NADI 
show is “A Red, White and Blue Christ- 
mas.” Planners expect to occupy every 
exhibit area in the hotel. 

Speakers will include Anita Blan- 
chard, merchandise editor, Seventeen 
magazine; Claire Affens, of Fashion 
Directives; Lawrence M. Nathan, presi- 
dent, Bruce Hunt, Inc., and president, 
Menswear Retailers of America, it has 
been announced. 

Six show registrants who visit every 
booth on each of the three exhibit 
floors will receive chests of steaks air 
express from Chicago’s Stock Yards 
Packing Co. 


Dennison Offering New 
Adjustable Wrap-Cut Unit 


FRAMINGHAM, Mass. — Dennison 
Manufacturing Co., here, is offering an 
adjustable wrapper-cutter unit to ex- 
pedite customer service. 

The unit has an adjustable cutter 
bar and holds jumbo rolls of paper 
each containing 833 feet of giftwrap— 
enough to wrap 400 average-size gifts. 

The giftwrap center comes with 
choice of paper designs from the 
Dennison lines. 


Selling Christmas 


Bob Burton Associates has been 
named rep for R. O. Kent Co.’s alum- 
inum and vinyl artificial tree lines and 
for American Tree Co.’s vinyl trees. 
Territory: Texas, Oklahoma, Louisi- 
ana and Arkansas, 


Lewis Levinson Associates has been 
chosen to represent Radiant Glass Co. 
tree lights, and products of Reliance 
Manufacturing Co. and Peck, Inc., in 
Texas, Oklahoma, Louisiana and Ark- 
ansas. 


Grand Award Initiates 
New Solid Pak Variety 


BosToN—A new line of solid paks 
has been introduced by Grand Award, 
here, featuring a broad selection of 
consumer-oriented designs created by 
major Christmas card designers. 

Top-quality printing stocks, includ- 
ing embossed papers, gold and silver 
foils, pearltones, parchment and high- 
gloss color-kote are found in the line. 
In addition, a wide variety of reproduc- 
tion techniques have been used, includ- 
ing embossing, gold stamping, glitter, 
photo reproduction, foils, full natural 
color, shadows, die cuts, simulated 
engraving, plastic coating and bronzing. 

Packaging is another integral part of 
the line’s consumer appeal, a Grand 
Award official said. Gold, stardust em- 
bossed foil boxes with acetate covers 
are used, and medallion inserts are in- 
cluded to frame and highlight the 
cards. Verses are completely visible on 
the box fronts. 

The entire line is promotionally pre- 
priced. 


Ben-Mont Increases 
Sales Reps in Field 


BENNINGTON, VT.—Seyeral new ad- 
ditions have been made to the field 
sales force of Ben-Mont, headquartered 
here. 

H. A. Colt has been named south- 
eastern sales rep for Studio and Ben- 
Mont lines, while Michael Meltzer is 
the New England rep. 

Other appointments: B & C Sales 
Co., officed in Buffalo and Syracuse, 
N.Y.; David L. Balthazor, St. Paul, 
Minn.; Lemmen and Bell, Grand 
Rapids, Mich.; Erwin D. Rome, New 
York; Tri-Par Sales, New York and 
Ace Sales Co., New York, a company 
spokesman said. 


Decorations, Part 2, Toys & Novelties 


_ GE Christmas light 


Yes! You can make 


more money in 66 with 


oo 
owe TEST cHR 


Here's why 


G-E OUTDOOR SETS 
WILL SELL FASTER AT 
NEW LOW PRICES 


g| 


Ee 


| You start with a big advantage... the 
e name ‘General Electric’...a brand 


name that your customers like, and trust, and prefer in Christmas 
lights . . . far more than any other brand. Result: you not only sell 
more; you can make a better profit! And in '66, you benefit from: 


NEW LOW PRICES ON 
G-E OUTDOOR SETS 


... plus no increase in 
last year’s prices for 
multiple sets. These 


IMPROVED 
PACKAGING THAT 
WILL SPEED SALES 


Family design gives 
mass impact; now 


prices along with 

your customers’ 
preference for G-E 

can again mean more 
sales and profit for you! 


ciearly marked sizes 
make it easy for 
customers to choose 
... easier for you to 
check stock. 


PLUS color ads in 305 Sunday Newspapers... 
magazines...and both ABC and CBS radio net- 
works every December weekday 'til Christmas. 


Miniature Lamp Dept., General Electric Co., Nela Park, Cleveland, 0.44112 


GENERAL ELECTRIC 


G-E MERRY MIDGETS 
.-A 1965 SELLOUT 


...U.L. approved and 


made in Japan expressly 
for General Electric... 
these tiny lights were a 


sellout last year. Fully 


guaranteed by G-E. More 
available this year. (But 


better order early.) 


G-E REPLACEMENT 
BULBS...OUTSELL 
ALL OTHER BRANDS 


Your customers like 
G-E performance and 
quality... prefer and 
buy General Electric 
Christmas bulbs. Be 
sure you order plenty 
. .. bulbs and sets! 


SENERAL GS ELectAIC 


C7, 


INDOOR 


ART-RITE PRODUCTS CO. 


christmas decorations 


In attendance: FRED HAMMERT -e 
elcicles — Metal Foil 
elcicles — Lightweight Plastic 


eTinsel Garlands — Metalized Vinyl 
Complete Combination of Colors & Sizes 


e Aluminum Roping 


A,t-Rite Pddlnels se 


See our complete line at the 

NATIONAL HOUSEWARE EXHIBIT 
McCORMICK PLACE 

JULY 11-15 1966 BOOTH 3484 


R. B. NOLTE 
eAngel Hair 


eTree Tops 
e@Ornament Hangers 


eChristmas Cotton 


Factory e Office 


SALES REPRESENTATIVES 
ALBERT E. BURGIN COMPANY 


6118 North Lincoln (Show room) 


Chicago, Illinois 60645 

GIL CORLEY COMPANY 

2730 Fourth Avenue South (Show room) 
Seattle 4, Washington 

EMIL FUNDA 

P.O, Box 7346 

Dalias, Texas 


S. GRANT & SONS. 
13308 W. McNicho's Road (Show room) 
Detroit, Michigan 48235 


J, HOFERT COMPANY 
5955 South Western Avenue 
Los Angeles 47, California 


Fe GN & COMPANY 


(Show room) 
200 Fifth Avenue 
New York, N.Y. 10010 
MORRIS SALES COMPANY. 
4735 Shoshonee Trail 
Red Oak (Atlanta) Georgia 


eeeone SALES 


im 
3832 South Main Street 
Salt Lake City, Utah 84115 


SAM SEGOL z pSSGCIALES, 

1545 Mission S (Show room) 
San Frantisco, Colttornia 94103 
NATHAN WEINER G ASSOCIATES 
Merchandise ean iF Bulla ling (Show room) 
2201 Grand Avet 

Kansas,City, Missle 1 64108 


(Show room) 


+ Showroom 


3630 SOUTH IRON ST., CHICAGO, ILLINOIS 60609 


